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JANUARY 21, 1921 — United States 
Judge K. M. Landis became Baseball 
Commissioner. 


JULY 2, 1921 —Jack Dempsey knock- 
ed out Georges Carpentier in 4th 
round at Jersey City for World's 
Heavyweight Boxing Championship. 


MAY 28, 1921 — Ziegfeld Midnight 
Frolic ended 8 year career, at New 


JULY 11, 1921 —United States forbid 
York; killed by “dry” era. nite a orbi 


ships to bring liquor within 3 miles 





of shore. 


JUNE 25, 1921 — Samuel Gompers 
was re-elected for 40th time, as Presi- 
dent of the American Federation of 
Labor. Vote was Gompers, 25,022; 
John L. Lewis, 12,324. 


OCTOBER 28, 1921 — General 
Pershing and Marshall Foch welcomed 
at New York. 





THE ROARING TWENTIES — Anew type water repellent was developed and patented — 
a company formed to build it— the name was PROTECTION PRODUCTS, Inc. 


THE CHAOTIC THIRTIES — 1936, in fact — toxic original water repellent solution had 


been improved and then combined with a blend of chlorinated phenols to form a water repellent 
toxic treatment for wood. The name is WOODLIFE. It is known throughout the world for its proven 
efficiency in protecting wood products against the ravages of time and the elements. 


THE FURIOUS FORTIES — WOODLIFE went to war to protect the life of bridges, boxes, 


boats and hutments. 


Now, Post-war is upon us — frantic demands for homes echo throughout America — WOODLIFE 
proven by use and time, is available NOW to help keep wood in the forefront as a building material. 


PROTECTION PRODUCTS MANUFACTURING COMPANY 
Research Laboratory and Plant—KALAMAZOO, MICHIGAN 
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Aighlights OF THE ISSUE 


Because it is available now for many types of construction, ce- 
ment is taking an important place among the products being mer- 
chandised by building material dealers. On page 32 are a number 
of suggested ways in which cement can be used around homes and 
farms, replacing materials which are not available, and giving the 
dealer an opportunity to gain new customers and keep steady cus- 
tomers satisfied . Speedier work at a lower cost is available 
through the use of electrically powered hand tools. The various 
ways they can be used on construction as well as hints on handling 
them are given in the article on page 37 ... Well stocked shelves 
may seem an impossibility today, but one Arkansas dealer keeps 
his filled with salable items by always taking time to buy care- 
fully and see every salesman who visits; read his story on page 
40... Continuous progress in developing the home-owner market 
is the key to fifty years of success for a California lumber com- 
pany. On page 42 is the story of the company which continues to 
keep its eyes on the future ... A new item for dealers to build in 
the yard for sale for new or remodeled. homes is closets, fitted for 
specific needs of home owners; see page 44... Beginning as a 
seasonal item, toys are now sold the year around in one lumber 
store. Clever merchandising keeps them going at a steady rate of 
turnover and have made the store, described on page 46, popular 
with all generations. 


AMERICAN LUMBEBMAR. Published every other week by The American Lumberman—Established 1873—Office of Publication, 189 North Gos 
Street, Chicago Illinois, under the Act 
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Bntered as second-class matter March 28, 1982 at the Post Office at Chicago, 


Act of March 8, 1879. 





Johns-Manville Announces 


Multi-Million-Dollar ‘‘Test Tube’’ for actual experi- 
mental factory production, as well as fundamental 

research, now under construction near Bound Brook, 
ee ae N. J. The Johns-Manville Center ultimately will in- 
$ clude six large buildings. Innovations in the first 
; unit include ten experimental factories under one 
3 roof; a movable rear wall to permit temporary or 
E permanent additions, or to accommodate extra-large 
i machinery; a special system of interior construction 
‘4 to provide flexibility to meet changing needs for 
laboratory facilities. 


JOHNS -MANVILLE 


Dr. C. F. Rassweiler, Vice- 
Pres. of Johns-Manville Cor- 
poration in charge of research 
and development, states: 
“‘We are living in an era of 
scientific improvement unpar- 
alleled in man’s history. One 
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single development stemming 
from social and economic 
needs can bring revolutionary 
changes throughout an indus- 
try. Today, we stand on the 
threshold of a new era, which 
has unlimited horizons for the 
development and improve- 
ment of new products for 
home and industry. 


If this goal is to be achieved, 
some individual or group of 
individuals must have the im- 
agination, courage and facili- 
ties to meet the challenge. 
Johns-Manville has accepted 
this challenge and is now in 
the process of constructing the 
world’s largest research lab- 
oratory devoted to service 
through science for bette: 
homes and greater industria! 
efficiency.” 


V : 
mam Le) alattistelabval i (= 





June 22 1946, AMERICAN LUMBERMAN 















a fe fr 


TH ew fH 


— A fy FH oe 


Sa tant ante 








ming 
omic 
onary 
ndus- 
n the 
vhich 
or the 
rove- 
s for 


ieved, 
up of 
\e im- 
facili- 
lenge. 
epted 
ow in 
ng the 
1 lab- 
ervice 
bette: 
istrial 





ERMAN 

















JeWS~ THEN 


FLASHES «© + * * % # 


TOTAL WAR ON CONSTRUCTION INDUSTRY trade practices 


which are delaying new homes was declared by Attorney General 
Clark. Department of Justice investigators will search for abuses in 
allied fields including mortgage interest rates and black market 
dealings in lumber. 


GOVERNMENT NOW CONTROLS EVERY SAWMILL in the coun- 


try by recent order of the Civilian Production administration. Op- 
erators now required to set aside 50 percent of their softwood 
construction lumber production. 


FORTY DOLLARS PER MONTH IS CEILING for most veterans 


looking for a house or apartment. Follow-up survey by the Vet- 
erans administratin of 3,000 enlisted men discharged December, 
1945 showed 68 percent could not afford over $40 monthly for rental 
space; 65 percent said $40 monthly is tops for house buying. 


FAILURE TO RELEASE ARMY SURPLUS PROMPTLY is costing 


the country 250 homes a month, estimates H. V. Simpson, executive 
vice president of the West Coast Lumbermen’s association. Badly 
needed are tractors, power shovels and dump trucks. 


TWO MANUFACTURERS OFFERED PREMIUM PAYMENTS under 


the 400-million dollar subsidy program to step up production of 
scarce building materials. Producers of plywood and structural 
clay are considering government offers. Manufacturers of plywood 
would be allowed to pay log suppliers $7.50 premium per 1,000 
feet log scale for peeler logs delivered to them after June 1, 1946. 


PREFABERS HIT BY MATERIALS SHORTAGES. Sufficient build- 


ing materials are available for only 30,000 of the 80,000 prefabri- 
cated homes meeting FHA standards for the second quarter of 1946. 


TREMENDOUS BOOM IN FARM CONSTRUCTION is predicted by 


the Institute of Life Insurance. Farmers will spend estimated 750 
million dollars for new farm buildings and remodelling in 1946. 


ALUMINUM OUTPUT IS INCREASING and will constitute one of 


the important postwar building materials. Reynolds Metals com- 
pany’s newest plant will produce 20,000,000 pounds of aluminum 
sheeting a month, mainly for construction uses. 


SYNTHETIC MATERIALS YET TO HELP solve current housing 


shortage. Most of these materials still in experimental stage or tied 
up by price control regulations. 


LACK OF SUFFICIENT APPRENTICES in the skilled construction 


crafts is worrying Housing expediter Wyatt. He predicts a possible 
serious manpower bottleneck in the Veterans Emergency Housing 
Program six months hence unless the apprenticeship training pro- 
gram shifts into high gear soon. 


DEVELOPMENT OF MORE RENTAL UNITS is placed in the lap 
of William D. Flanders, who is named deputy expediter for rental 
housing of the FHA. He will have charge of a drive to get rental 
housing built for veterans in all parts of the country. 

VACANCIES LOWEST IN NATION’S HISTORY, according to a 
survey made by the Bureau of Census. Nation-wide sample survey 
made last November and just released disclosed one percent va- 
cant dwellings in urban areas, two percent in entire country. 
Vacancy percentage even lower today, says NHA. 

STRIKING CANADIAN LOGGERS REJECTED SETTLEMENT rec- 
ommended by Chief Justice Gordon Sloan. International Wood- 
workers of America (CIO) continued month-old tie-up to secure 
18-cent hourly wage increase and 40-hour week. 
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RETAILER'S OPPORTUNITY 


Farmers plan 750 million 
in new buildings, upkeep 
FARMERS will spend 750 mil- 
lion dollars for new farm buildings 
and upkeep this year, their largest 
construction expenditure in 25 
years, estimates the Institute of 
Life Insurance. 

The institute said the large de- 
mand for new farm construction 
was based on these factors: 

1. Farmers, who were forced to 
forego new buildings during the 
depression years: and during the 
war now want improved homes with 
more of the everyday conveniences. 

2. Many farm buildings are 25 to 
50 years old. Government agricul- 
tural experts say improvements in 
farming practices and new develop- 
ments may result in construction 
equivalent to one new building for 
every farm and large expenditures 
for remodeling present buildings. 

3. Farmers have accumulated 
nearly 17 billion dollars in bank de- 
posits while their debts total only 
slightly more than half that figure. 

The potential market for farm 
construction, provided building re- 
strictions are lifted, would reach a 
billion dollars for the next several 
years, the institute believes. 


STILL LOOKING 
Vets low income drawback 
in his search for housing 
OVER 60 percent of a repre- 
sentative group of married enlisted 


-men discharged from the service 


last December were still looking for 
suitable homes or apartments four 
months later, according to a survey 
just made by the Veterans admin- 
istration at the request of the Na- 
tional Housing agency. 

The survey, a follow-up of 3,000 
enlisted men discharged from five 
Army and three Navy separation 
centers in northeast and north cen- 
tral states, showed: 

1. About three-fifths of the mar- 
ried veterans were still seeking 
apartments or houses. This in- 
cludes 40 percent who were living 
doubled up in the homes of par- 
ents, relatives or friends; about 20 
percent who were living in family 
quarters which were overcrowded. 
Only 14 percent of the married 
veterans had found separate family 
headquarters since discharge. 

2. Three-fifths of the 23 percent 
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who were renting apartments or 
houses were paying less than $40 
a month and five-sixths less than 
$50 a month, including heat, elec- 
tricity and other utilities. 


3. Veterans not now renting or 
buying were asked how much rent 
or home payment they could afford 
per month. Of the veterans seek- 
ing to rent, 28 percent replied less 
than $30, 40 percent between $30 
and $40, 16 percent between $40 
and $50 and 19 percent $50 and 
over. Of those seeking to buy, 25 
percent said they could afford 
monthly payments up to $30; 40 
percent between $30 and $40; 16 
percent between $40 and $50; 19 
percent $50 and over. 


4. Veterans seeking to rent want 
three to five room apartments or 
houses while those seeking to buy 
want four to six room houses. 

The National Housing agency is 
now conducting a national veterans 
housing survey to determine the 
veterans housing situation and his 
housing plans. 


ALUMINUM IS COMING 


Battle scrap is turned 

into roofing and siding 
ALUMINUM for siding and roof- 
fing purposes is now being manu- 
factured in quantity by several 











FIRST aluminum test ingot coming off Reynolds 

Metals company’s production line at McCook, 

Ill. plant. Majority of current production will 
be processed for roofing and siding. 


plants that were filling military 
orders during the war. 

Reynolds Metals company has 
just placed in operation an alumi- 
num sheet mill at McCook, III. 


which is turning out more than 20 
million pounds a month—all from 
battle scrap. Reynolds has a back- 
log of orders for 300 million pounds 
of corrugated aluminum sheet. 

Aluminum made from battle 
scrap can be sold for about one- 
third less than pure aluminum, 
which makes it more competitive 
with lumber siding. Reynolds 
spokesmen said although the gov- 
ernment estimated about three 
billion pounds of scrap was avail- 
able, the company has been able to 
locate only about 225 million 
pounds. 


DRASTIC IS THE WORD 


All sawmills are placed 
under government control 


DRASTIC steps to increase sup- 
plies of construction lumber were 
announced by the Civilian Produc- 
tion administration. 

Every sawmill in the country, 
regardless of size and output, was 
ordered under Federal government 
control. Previously, only those 
mills producing 8,000 feet of soft- 
wood or 4,000 feet of hardwood 
daily were operating under govern- 
ment restrictions. 

A sawmill as now defined by CPA 














E. A. Carley, Sales Manager 




















ROSBORO LUMBER COMPANY | 


Springfield, Oregon 
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(“PITY THE POOR GI. HE'S GOT Wo — ACE TO COME HOME TO) 








HOVT LET CROCODILE TEARS IW 6 
YOU REGARDING a 
EXPORTS! 


.» Where did the GI 
live before he went 
to war? 


.. At home. 





Q.. "What ican of that home when he 
went to war? 


A...Nothing! It is standing right where 
he left it. 


Q...Can he come back to that home when he’s dis 
charged? 


A... Certainly, if he wants to. 





Q... Where did our Allies’ soldier 
live before he went to war? 


A... At home. 











Q... What became of that home when he went to war? 


A...It may have been destroyed by the enemy. One 
million homes in England alone were so de- 
troyed. 


Q...Can he come back to that home when he’s dis- 
charged? 


A...Not if it’s t's gone. 


Q... America is called upon to feed 
and clothe the stricken people 
of the allied countries. Should 
it be called upon also to sup- 
ply lumber to rebuild their 
destroyed homes? 











Meas Yeo, if America is to be consistent and provide 
shelter in which to eat the food and wear the 
clothes it is expected to supply. 


Q...Is America exporting lumber to the allied coun- 
tries for that purpose? 


A...No. American lumber exports consist principally 
of industrial hardwood items which have no 
relation to home construction. 


FROST LUMBER 


SHREVEPORT, 


AMERICAN LUMBERMAN, June 22, 1946 





INDUSTRIES, 


Q...Retail lumbermen are being 

told that manufacturers get 10 
per cent more for export 
S S lumber than for domestic — 
’ is that true? 


’ A...No. There are no differentials 
in favor of export. 


Q... Retail lumber dealers also are 
being told that mills are get- 
ting $10 to $15 more for rail- 
road material than for yard 
stock. Is that true? 


A...It is not. On the contrary, 
many railroad items are priced 
several dollars below compa- 
rable grades of yard stock. 


oa TS 
0 ... Are American lumber exports depriving GI’s 
(or dealers) of home-building materials? 


A...Not by one board foot! The total of all lumber 
exports to allied countries since the beginning of 
1945 represents less than 112 per cent of Ameri- 
ca’s combined hard and soft wood production. 


Q...Is America importing lumber from other coun- 
tries? 


A... Yes, from Canada, Mexico, Brazil, Sweden and 
others, in a volume more than double the amount 
being exported. 


... Do current inspired stories via press, radio and 
P 
other channels grossly misrepresent the facts re- 
garding export and industrial lumber? 


A...Yes. They’re largely “crocodile tears” shed to 
curry political favor from GFs and to place 
manufacturers in a false light respecting their 
loyalty to the retail yard trade. 


Frost presents these facts to its dealer friends to give 
them the truth; to show that current propaganda about 
lumber exports and railroad material is not correct; 
to declare that Frost is exporting only a very small per- 
centage of its own hardwood production, none of it 
suitable for home-building and that Frost is not ex- 
porting a single foot of pine or soft wood lumber. 


If and when the U. S. Government or a duly authorized 
agency of the government requires America’s lumber 
industry to supply lumber for rehabilitating the war- 
torn countrieés, Frost will do its part. Umtil then, Frost 
will continue its utmost efforts to regain normal pro- 
duction of quality Frost Pine to serve its loyal, long- 
suffering customers of the retail trade. 


Inc. 
LOUISIANA 
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includes any stationary or portable 
mill or plant or concentration yard 
processing into lumber 25 percent 
or more of the logs and lumber it 
receives. Mills operating as retail 
or wholesale distribution yards are 
not covered by the order. 


SET ASIDE 50 PERCENT 


Mill operators must now set aside 
50 percent instead of 40 percent of 
their monthly softwood construc- 


tion lumber production. Quantities 
of hardwood flooring lumber which 
must be produced and reserved re- 
main unchanged. 


CPA officials believe this order 
will result in increasing construc- 
tion lumber reserves almost four 
billion feet and hardwood flooring 
reserves 270 million feet. CPA 
also claims these increases will give 
distributors an additional two bil- 
lion feet on certified orders while 
an additional 540 million feet will 
go to millwork manufacturers and 
270 million feet to hardwood floor- 
ing manufacturers. 





ta eo 


We have “BUILT 


... and are staying 


OUR FENCES” 
IN them! 





A recent Government ruling permits lumber manufacturers 
to**break down their fences’’ to conduct retail lumber yards. 


Georgia Hardwood Lumber Co. will remain within its 

“own fences’? as manufacturers and wholesalers... con- 
tinuing to supply all that production will permit, to its old 
established Retail Yards and Industrial customers. 


This policy will help to maintain the correct channeling 
of lumber with mutually satisfactory results. —? 
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PREFABERS FEEL SHORTAGES 


Materials available for 
small number of dwellings 


SHORTAGES of vital materials 
needed by manufacturers of pre- 
fabricated houses is reflected in sta- 
tistics released by the Civilian Pro- 
duction administration. 

CPA received applications for 
materials for 120,000 prefabricated 
houses for the second quarter, 
Eighty thousand of them were 
found acceptable under FHA space 
standards. Only 30,000 applica- 
tions were approved because of a 
shortage of materials. 

Prefab manufacturers are now 
required to submit information 
showing proposed units conform 
with FHA’s minimum construction 
standards in addition to space and 
privacy requirements. 


COSTLY DELAY 


— equipment rusts 
while Coast cries for it 


DELAYS in the release of sur- 
plus war equipment critically 
needed by the West coast lumber 
industry is costing enough logs to 
provide lumber for 250 homes a 
month, according to H. V. Simpson, 
executive vice-president of the 
West Coast Lumbermen’s associa- 
tion. 

“The Army and Navy have been 
begging for lumber to serve their 
own urgent needs,” added Mr. 
Simpson. The Army is now trying 
to secure materials to modernize its 
own sawmill at Fort Lewis to meet 
its Pacific coast lumber require- 
ments. At the same time every 
single timber operator I know could 
produce 160,000 feet more of logs 
per day if he could buy a few items 
of heavy equipment. 

“The machines needed in this 
case were declared surplus months 
ago, but still they stand idle and 
rusting. Some of the 400 millions 
for housing subsidies is allocated 
for building logging roads. The 
government would be more realistic 
by making war surplus tractors, 
power shovels and dump trucks 
available for purchase by logging 
operators who could then do their 
own road building with their own 
money.” 


CHICAGO'S LESSON 


Housing for vets stymied 
by interpretation of law 


CHICAGO’s housing program 
for veterans is at a standstill. 

The city expected to be reim- 
bursed by the Federal governmeni 
for the $2,000,000 which it ad- 


June 22, 1946, AMERICAN LUMBERMAN 











Ps 














rusts 
for it 


sur- 
ically 
mber 
Zs to 
es a 
pson, 

the 
ocia- 


been 
their 

Mr. 
rying 
ze its 
meet 
uire- 
avery 
could 

logs 
items 


this 
onths 
- and 
lions 
cated 

The 
listic 
ctors, 
rucks 
rging 
their 
own 


ymied 
# law 
gram 
reim- 


:men! 
tL ad- 


RMAN 








‘\MERICAN LUMBERMAN, June 22, 1946 





The name DEVOE is important to you who 
handle our products—whether it’s on your 
own sign or on the container—whether it ap- 
pears in large or small type. It says with all 
the authority of our nearly two centuries of 
experience that you’re handling products that 
are ‘‘good’’ in every sense of the word. This 
means they are fine quality products that are 











right for their jobs—with good consumer ac- 
ceptance—and with the added advantage of 
thoroughly good profit for you. 

Make the most of the experience of others 
who handle these fine products—by making 
sure your stock is ample and represents a 
worth-while cross section of items in the fast 
selling Devoe line of quality materials. 





LACQUER 


Crystal-clear and 










Two Timely 
Business Builders 


Cash in now on the universal 
urge to ‘‘spruce up’’ that’s 
sweeping the whole nation! 
It’s a ready-made, important 
market for these two fine prod- 
ucts for use in homes, offices, 
industrial plants and institu- 
tions. Write, or see your Devoe 
representative for full infor- 
mation on profit margins, ship- 
ping schedules, sales helps and 
other details, 


drudgery. 


and acres of lino- 
leum right in your 
territory! 





BIC LINOLEUM 


Dries FAST (hard enough to 
walk on in an hour) to a bright, 
wear-resistant, literally dirt- 
proof surface. Capitalizes on 
every housewife’s desire to pre- 
serve and beautify her floor cov- 
erings and reduce clean-up 

Needed ,¢ 
right now by acres 


DEVOE Marble 
Floor Varnish 


New materials, new exclusive 
technique developed in the great 
Devoe laboratories make this an 
outstandingly finer varnish in 
every respect—truly a postwar 
product! Fast drying (dust-free 
in 1 hour, dry in 4 hours). Ex- 
ceptionally tough and hard, yet 
clear. Retain’s its high, jewel- 
like lustre in spite =~ 

of hard wear, hot 
liquids and even 
mild acids and 


alkalis. | Vary itm 


colorless. 
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vanced to the Chicago Housing 
authority last fall for 500 demount- 
able housing units. 

But Federal housing laws state 
demountable units are permanent, 
not temporary, precluding reim- 
bursement to the city. Chicago 
housing officials said the city does 
not have the $3,000,000 necessary 
to continue the program. 

Mayor Kelly, appealing to Wash- 
ington officialdom, was told special 
legislation would be necessary to 
have demountable homes classified 
as temporary. 

Meanwhile, veterans picketed 
city hall and the press charged city 
officials with a costly blunder in 
undertaking a housing program be- 
fore understanding what it was all 
about. 


STARVING QUESTIONED 


Figures cited to refute 
item “West coast starves’’ 


COMMENT from the West Coast 
Lumbermen’s association pertaining 
to an item headlined “West Coast 
Starves” in our May 25th issue: 

“The article . . . would lead one 


to the conclusion it is intended to 
cover both the fir and the pine pro- 
duction out here. However, just to 
show you how ridiculously inac- 
curate the quoted figures are, let us 
assume the article refers only to 
the West coast fir production and 
distribution and let me give you 
a few figures from our barometer. 
“Our barometer figures, covering 
135. mills which represent 70 per- 
cent of the total production, show 
production to have been 979,310,- 
000 feet. Raising this to the indus- 


. try total of 100 percent gives us a 


figure of 1,400,000,000 feet. A mere 
matter of one billion feet seems to 
have disappeared somewhere. 

“Our figures show 63,401,000 feet 
exported to foreign countries in the 
first three months of this year or 
about 6.4 percent of our produc- 
tion during that period. In this case 
one quarter of a billion feet seemed 
to have been ‘found.’ 

“The next figure on shipments to 
eastern states is equally ridiculous. 
The article says 73,983,531 feet 
went to these markets. While our 
figures are not broken down... we 
do show that 724,975,000 feet were 
shipped by rail and 97,485,000 by 
domestic cargo in the period under 
discussion. 

“Then the final figures of ‘avail- 

















“Go find some. You know— it comes from trees.” 


able for West coast needs: 41,142,- 
822.’ Again our figures show 1038,- 
450,000 sold locally. That means 
right here in our own backyard — 
within trucking distance and does 
not include heavy shipments to C2li- 
fornia, which is still on the West 
coast. . .” 

From the Pacific Lumber Inspec- 
tion Bureau, Seattle, Wash.: 

“... it all adds up to propaganda 
apparently intended to bolster the 
fight that has been made in some 
quarters to stifle the movement of 
lumber into export markets. We are 
sorry that you allowed yourself to 
become an unwilling party to the 
furtherance of such a program.” 

Erroneous figures referred to in 
the above letters were attributed in 
press reports to a California Retail 
Lumber association. We, too, are 
sorry that these figures were 
printed before checking authentic 
sources. We are grateful to those 
readers who questioned the authen- 
ticity of the report. 


VETS ATTACK OPA 
Ex-Gls, who are dealers, 
buy space to hit agency 


DISGUSTED with the govern- 
ment’s bureaucratic stranglehold 
over the lumber industry, a group 
of Oklahoma veterans—every one 
a lumber retailer—is bringing be- 
fore the public the true facts about 
the lumber shortage. 

This non-profit organization 
known as GI Lumbermen, Inc. is 
running large advertisements in 
the daily newspapers. The jist of 
these advertisements, intended for 
the man in the street, is thousands 
of small mills are kept out of pro- 
duction by OPA’s pricing formulas. 


TRAILER HOUSING 


Plywood committee rejects 
channeling by government 


ENOUGH hardwood plywood will 
be available to build 50,000 house 
trailers for veterans this year with- 
out the necessity of going through 
government channeling regulations, 
the Hardwood Plywood Industry 
Advisory committee informed the 
Civilian Production administration. 

However, the committee advised 
the government in order to meet its 
quota, certain price adjustment: 
must be made so items needed in 
the house trailer program can b: 
produced. 

The committee thought construc 
tion of trailers should be: spreac 
over the next 12 months, so traile: 
manufacturers’ authorizations tc 
purchase hardwood plywood woulc 
not hit the industry at one time. 
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old Trucks Last Longer 











“The Ford tractor and 28-foot semi- 
trailer pictured has been in constant 
use since 1941,” wrote Mr. J. C. 
Williamson, distributor of lumber 
products, Dexter, Mo., recently. 
“This tractor has traveled approxi- 
mately 250,000 miles, hauling about 
30,000 pounds, from points in Arkan- 
sas, Mississippi and Alabama to the 
trade in southeast Missouri and 
southern Illinois. 


“Basing my judgment upon this 
experience,” Mr. Williamson con- 
tinued, “‘the Ford Truck has given 
better and more economical service 
than any other tractor in my fleet.” 





MORE FORD TRUCKS 





| “BEST OF THE FLEET” THE VERDICT 
AFTER A QUARTER-MILLION MILES! 


Service such as this is not uncommon 
with Ford Truck operators. They 
know how well Ford Trucks stand 
up! And, through the years ahead, 
you can confidently expect even bet- 
ter performance—more economy, 
more reliability, more endurance. 
More than thirty new engineering 
advancements in the 1946 line of 
Ford Trucks are designed to make 
them the best in Ford history. 
Seventy-eight different engine, chas- 
sis and body combinations are avail- 
able, including a standard unit of 
two-ton rating. See your Ford Dealer! 


FORD TRUCKS 





FORD ADVANCED 
ENGINEERING! 


THE FAMOUS V-8 ENGINE, for 
toughest service, now 100 HP, with 
NEW steel-cored Silvaloy rod bear- 
ings for trebled endurance « NEW 
Flightlight aluminum alloy 4-ring 
pistons for added oil economy ¢ 
Tougher, rust-proofed valve springs 
e NEW moisture-sealed distributor 
NEW coolant-saving radiator closure 
e Auto-balanced carburetion for still 
more thrifty power e Servicing 
simplified still further. And the 
rugged, thrifty 90 HP Ford six- 
cylinder engine, for stop-and-go jobs, 
with many important advancements, 
available in all except C.O.E. chassis. 


Ford Truck rear axles— world-famous 
for load-lugging—provide generous 
reserve capacity e Light duty 
chassis have sturdy 34-floating axles 
with triple-roller-bearing, straddle- 

ted pinion; full-floating axles 
in all other chassis ¢ 2-speed axle 
and vacuum power braking for 2-ton 
rating ¢ Improved 4-speed transmis- 
sion at extra cost in light duty chassis, 
standard in all others. 

















IN USE TODAY THAN ANY OTHER MAKE 
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Get Their 
Tarp Business, Too! 


pEINFORCED Z 
N EVERY building job your customers 
need tarpaulins. You have the inside 
track on this profitable business. 


Just offer them tough, all-weather Fulton 
to protect supplies and tools from weather. 
It's built for the kind of service they need. 
Rope holes are triple reinforced, lined with 
brass grommets. The high-count canvas is 
permanently “pressure impregnated” with 
Fulton’s exclusive weather and mildew 
treatment. 


Go after that profitable tarp business with 
a Fulton dealership. Fulton tarps are sold 
only through appointed dealers, and in 
standard sizes. There’s a size for every 
use, a thousand uses for every size. Write 
the factory nearest you for our attractive 
proposition. 


FULTON BAG & COTTON MILLS 


Manufacturers Since 1870 


St. Louis Dallas 
Atlanta Minneapolis 


New Orleans 
Denver 











Kansas City, Kans 





New York 
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Suggest a More Observant OPA 

To the Editors: Here is one more for your list. 

The writer just returned from a 2300 mile trip 
through the lumber country; found lots and lots of 
lumber to be had at $75 per M ROUGH-GREEN, this 
offer made him by mill after mill, without any appear- 
ance of fear from the OPA; in fact the motto of the 
small mill was expressed as “to Hell with the OPA 
we will do as we please’; asked how they want to 
do this I was told, to hand them from $300 to $500 
per car in cash and the car would be shipped at 
“ceiling,” then they offered to S4S and dry the lumber 
at prices ranging from $8 to $15 per M, and of course 
the freight would be extra. 

In 100 miles along one US highway I counted 103 
new structures from houses to filling stations and 
taverns and did not see an HH card on any one of 
them; trucks without names on them and stacked to 
capacity passed along in almost endless procession— 
if the OPA and FBI really mean to stop this Black 
Market, I suggest that they stop “investigating” our 
empty yards, and just ride the highways at the source 
of supply; a dozen really earnest enforcement officers 
could control almost an entire state’s output, because 
NEW BUILDINGS and TRUCKS loaded with lumber 
are hard to hide-—WILLIAM A. COCHRAN, Mill- 
stadt Lumber company, Millstadt, IIl. 


Petitions Reach Congress 


To the Editors: Received your letter with petition 
concerning the OPA and wish to thank you for same. 

I realize full well that the OPA was responsible 
for the shortages of lumber and other building ma- 
terial. I also know it is responsible for the black 
markets. 

However, since the House pulled some of its poison- 
ous fangs, and since the CPA and the FHA have taken 
a hold, the OPA has made some adjustments and lun- 
ber production has gone up to where it belongs, around 
thirty billion board feet a year. Now if we will stop 
shipping the lumber abroad we may soon have lumber 
in America again—-WILLIAM LEMKE, (N.D.), 


Congress of the United States, House of Representa- 
tives. 








To the Editors: I am writing to acknowledge your 
letter and to thank you for making available to me 
the material [petition and signatures] enclosed 
therewith. 

The information provided has been most helpful.— 
HOMER E. CAPEHART, (Ind.), United States 
Senate. 


Western Pine Distribution Under Fire 

To the Editors: One of the most evil rackets being 
perpetrated on the American lumber buying public is 
the marketing of 7/4 and 8/4 Western pine from lum- 
ber producing mills under the direction of RMPR 94 
covering initial price regulations on Western pines and 
associated species of lumber. 

As we understand it, the federal government is 
endeavoring to hold the line on prices. Mr. Porter, 
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please home and 
building owners—with 


. » » permanence . .. lasting beauty 


fire-satety 


® Above: The scratch coat is forced through 
Milcor Metat Lath so that it is keyed on 
both sides of the steel reinforcing. 





® Below: Note how the bock surface of 
plaster on Milcor Metal Lath becomes per-— 
manently ‘‘clamped'* to the steel. 
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our trade likes Milcor 
Metal Lath—Ilath with ° 
quality they can depend ° 
on to help them produce 
plaster work that stays * 
new-looking longer. 
Milcor Metal Lath pro- 
vides maximum rigidity with light 
weight. The whole wall and ceiling 
is held together in one fire-resistant 
monolithic slab, free from cracking, 
warping, and shrinking tendencies. 
Although not plentiful 
today, metal lath is more 
easily obtained than sub- 
stitutes which do not have 
the fire-safety, permanen- 
cy, or vermin-resistance of 
steel .. . and which have 
never equalled metal lath 
asa satisfactory plaster base. 


























Milcor Netmesh Metal Lath 
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Milcor Specialmesh Metal Lath 




























Steel-reinforced plaster 
faithfully expresses form 
and color tone. The en- 
tire plastered surface re- 
mains at practically the 
same temperature, thus 
avoiding condensation 
and resultant plaster blemishes such 
as lath streaks. 

Although conditions current at the 
time of your orders may affect our 
ability to ship, we are doing our best 
to supply your needs... 
to become again—soon— 
a single, complete full-line 
source for your conven- 
ience and economy in buy- 


ing, shipping, and stocking. 
e 











Write for 
Milcor Price List. 
F-269H 


| MrrcoR. STEEL ComPanY 
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MILWAUKEE 4, WISCONSIN 


Chicago 9, Ill. ®@ 
Rochester 9, N. Y. 


Baltimore 24, Md. ®@ 
Los Angeles 23, Calif. °¢ 


Kansas City 8, Mo. 
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-(eo.J.Silbernagel- 


WHOLESALE DISTRIBUTOR 


West Coast Lumber 
and 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


@ LUMBER 

@ MILLWORK 

® MOULDINGS 
® BOX SHOOK 


a oe 


(eo.J.Silbernagel 


GENERAL OFFICE 
8 S. Michigan Ave., Chicago 3, Il. 
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LETTERS 





Bowles, Wyatt, et al, are making an apparent politica] 
stand to this effect on housing. How they allow a con- 
dition to exist such as we are about to describe js 
more than most of us can realize. 

This is the manner in which ponderosa pine, etc. for 
dimension purposes is being marketed for housing and 
other purposes to produce 2x4, 2x6, 2x8, 2x10 and 2x12 
used as joist, studding, rafters, etc. We will take a 
typical example of 2x8 +1 common green ponderosa 
pine: 


IT IS SOLD AS IT SHOULD BE SOLD AS 
1x8 No. 1 Com. 25/32” 2x8 No. 1 Com. 1 9/16” 
plus allowed addition Scaled as 2” 
for thicker as below. $51.50 RMPR 94 Amd’t. 4 





























i i ee ee $34.00 
For green deduct...... 4.50 For green deduct..... 2.00 
. 47.00 ~ 32.00 
Por 7 or $/4 aa@@...... 2.00 For 7 or 8/4” add...... none 
49.0 32.00 
Add 1/32” over standard 1.00 Add 1/32” over standard none 
50.00 ~ 32.00 
Milling done by an af- Milling in transit done 
filiated concern .... 7.00 at mill included..... none 
; 57.00 ~ 32.00 
Freight 2500 lbs. @ .82 Preignt SOME .. 2.6660. $21.00 
Oe atas dine woes are $21.00 ——— 
Price at retail yard.... 78.00 Price at retail yard... 53.00 
RMPR 215 handling 
ae 5.00 ES, cio acacteesmanaoneen 5.00 
83.00 58.00 
RMPR 215 mark-up 30% 24.50 Same ............cec0. 17.50 
Consumer pays ....... 107.50 Consumer should pay. .$75.50 
oo eee eee 75.50 
Excess per M...... cc. $32.00 


The excess would be some less providing 15%” di- 
mension was purchased but in this case the compari- 
son would be with 8/4 board grade instead of 7/4. 

....There has been some and will be (when and if 
proper production gets going) large quantities of this 
type of dimension coming from Michigan. If in Mich- 
igan the same will be true in other states. 

It is time the regulators in the Federal government 
responsible for this condition issue ammendments cor- 
recting this situation. It can be done by amending 
various MPR’s to prohibit mills selling dimension 
stock on a BOARD GRADE. 

Invoices in our office and other retail offices we 
know of will substantiate the above price statements. 
—NORMAN B. COVE, Hager and Cover Lumber 
company, Lansing, Mich. 


Producers Strike Back 

To the Editors: We notice Mr. Adrian Van Keu- 
len’s letter in your May 25 issue and we take excep- 
tion to his statement that 90 percent of the lumber 
producers are crooked. 

Mr. Van Keulen’s memory is very short if he can- 
not remember the time that the now-so-called distrib- 
uting yards had the lumber producers by the hair and 
did not fail to pull pretty hard. Furthermore, it has 
been our experience in our short career as producei'’s 
of lumber that we are more frequently propositioned 
by so-called distributing yards to violate OPA regu- 
lations than any other class of buyers. . .—D. 0. 
HOLMES, Holmes-McCormick company, Kendallville, 
Ind. 


To the Editors: I do not know about the 90 percent, 
but ever since the last OPA broke down in the days 
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a po. 2 O accurate profiles, designed in matching 
groups to serve every installation requirement, lead 
the way to profitable trim business for dealers every- 
where. Easy to fabricate, nationally distributed — 


packed today, as always, 120 ft. in streamlined ship- 
ping cartons. Specify Chromtrim and be sure! 


lightweight wall linoleums with thinner openings to 


Deliveries now being made on all shapes ranging from 
[ profiles necessary for all building materials. 


Sold through a nation-wide distributor organization. 


R. D. WERNER Co., Inc. 


Manufacturers of Metal and Plastic Products 
295 FIFTH AVENUE .- NEW YORK 16, N. Y. 
Factories: New York City— Greenville, Pa. 
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“AMERICA’S GREAT BUSINESS NEWSPAPER 


COMPLETE NEWS on ali construction devel- 
opments—the only daily business newspaper 
serving this vast Industry. 

SUPPLIES — all available data on building 
material supplies each day — translating sta- 
tistics into useful business factors. 
CHECKLISTS spotting all changes in building 
supply trends — before they become common 
trade knowledge. 

REGULATIONS — All pricing, priority and 
lending regulations and changes brought to 
you with the speed possible only via daily 
newspaper. 

SURPLUS SALES—Complete listings of build- 
ing materials available from Government War 
Surplus stocks. 


. . . these and many other exclusive business 
features make The Journal of Commerce your 
daily guide to better business—every business 
day. The coupon below will start your sub- 
scription immediately. Send it in today. 
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63 Park Row, New York 15, N. Y. 


Please send me the next 78 issues for $5.00. 
Check is enclosed. 
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of Emperor Dioceltian, it has been the practice of all 
men to dispose of their goods in the open market at 
the highest price the buyer would pay... 

That attitude has been bred into men through count- 
less generations but, because of the war, our all- 
knowing Congress decided that the rule of the ages 
no longer held good and that all commodity prices 
should be determined by a few men in Washington. 
This may have been necessary and during the war 
these prices were pretty well adhered to... 

After all, selling over Mr. Bowles’ ceiling violates 
no moral law. At best, the OPA ceilings are simple 
police regulations—very much like red lights—and I 
doubt whether the red lights would stop the cars very 
long if they were not administered with a good deal 
more sense than the OPA has ever shown. 

Personally, I do not condone the practice of break- 
ing even police regulations, but to call men crooked 
and conscienceless who do it is going a little too far... 
the market price for lumber today is what the buyer 
is paying in the so-called black market and not what 
is shown in Mr. Bowles’ OPA ceilings. . —KURT 
STOEHR, Bay de Noquet company, Chicago. 


What About the East? 


To the Editors: We note with considerable interest 
an article on page 8 of the May 25 issue purporting to 
set forth the critical condition among California re- 
tail lumber dealers. There is something wrong with 
that picture somewhere and we surmise that someplace 
in that picture are some government statistics dis- 
torted to fit the case in that particular area because it 
does not square with a recent report made by the 
West Coast Lumber Manufacturers’ association. 

For instance, the association reports that in March 
of this year 4,970 cars were loaded out. We haven’t 
the figures of distribution in all areas but for your 
information their statement shows that the following 
distribution was made in certain areas: 


Washington-California-Oregon 35 % 
New England, New York state 9%, % 
Pennsylvania-Ohio-Michigan 107/10% 
Minnesota-Illinois-Missouri 13 9/10% 


It has been reported from reliable sources that at 
least 50 percent of West coast production is being 
transported to the jobs or other retailers by truck 
and inasmuch as the figures above relate to carload 
shipments only, this informant believes it is reason- 
able to suppose at least 70 percent of all lumber pro- 
duced on the West coast during the month of March 
was delivered to and consumed by users in the states 
of Washington, Oregon and California. Of course, 
these figures apply only to association mills but our 
personal knowledge of that situation leads us to be- 
lieve that percentage is indicated with increase with 
non-association mills rather than decrease. If you 
will compare the population figures of those three coast 
states with New England and New York we think you 
will readily agree with us that on the basis of March 
shipments the three coast states certainly got the best 
of it—FELIx L. LANIAR, Holbrook Lumber company, 
Springfield, Mass. 

‘The figures in the item you mentioned were wrong. 


For an’ explanation see Page 12 of this issue. Our 
apologies.—The Editors. 
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CURRENT PRACTICES INDICATE APPRAISAL OF BUILDING MATERIAL 
DISTRIBUTION IS DESIRABLE 


During the first three months of 1946 private industry in the United States began con- 
struction on 315,000 new homes. This was done while government planners were flounder- 
ing about in Washington trying to devise new controls that would result in the construction, 
of 1,200,000 homes in 1946. A little simple arithmetic reveals that in spite of government 
planners, private industry set a pace in the first quarter of 1946 that would have resulted in 
achieving Expediter Wyatt's housing goal. 


Unfortunately not all of the 315,000 homes started have been finished. They can be seen 
in all stages of construction, the majority of them without windows or plumbing. Even though 
the number of new homes started in the last two months has showed a decline, it is fair to 
predict the private housing industry will make a good approach toward a million new homes 
this year. 


The fact private industry had to do this job in spite of, rather than with cooperation of 
government has resulted in numerous deviations from conventional methods of distribution 
and construction. From all sections of the nation, retail building material dealers are com- 
plaining bitterly because the items they normally supply for new house construction, es- 
pecially lumber, are being channeled to jobs by unscrupulous individuals using unortho- 
dox methods. The scandulous lumber black market, with all its ramifications including 
shoddy construction, is an outstanding example of what happens under such circumstances. 
Naturally when artificially-inspired dislocations occur, someone along the line will be in- 
jured. In this instance it is the retail dealer. How serious or how enduring are his injuries 
is still a matter of canjecture. 


Most of the nation's retail dealers are realizing more dollar volume and have more 
money in the bank than ever before. Aside from the fact the big bank accounts are there 
because the yards have no inventories, many dealers are satisfied with their present volume 
and have closed their eyes to the dislocations in building material distribution. Every dealer 
in the nation can find much food for thought if he takes the time to study carefully all the 
new construction now under way in his trade area and then determine as closely as pos- 
sible the source of the materials going into those structures. 


At the same time he might also discover some dangers in the manner in which he has 
been treating regular and potential customers who plague him constantly for more lumber 
and other building materials. The self-satisfied attitude of many dealers and their person- 
nel is not maintaining good public relations, which will be a prime requisite for success 
once dealers again regain full control of the distribution of their traditional lines. 


A careful appraisal of present developments at the local level, followed by action to 
alleviate as much as possible the injurious after-effects should prove both interesting and 


profitable. 


Publisher 


AMERICAN LUMBERMAN, June 22, 1946 
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Concrete Sales 


Opportunities 





CONCRETE driveway (left) enhances the value of farm property, and makes certain the entrance 
will be passable the year around. Interior view of dairy barn (right) with concrete mangers. 


6647 OU CAN BUILD it with con- 
crete today.” 


That is more than an advertis- 
ing slogan. Cement is one of the 
few building materials available in 
quantity TODAY. 

Because cement is available now, 
the retail lumber dealer has a two- 
fold sales opportunity. 

1. He can use cement to interest 
old customers who are demanding 
something to build with. 

2. He can use cement to help 
new customers establish the habit 
of buying at his yard, encourag- 
ing them to return as soon as many 
items now in short supply become 
plentiful. 


DEALERS PUSH SALES 


ALERT dealers, fully aware ce- 
ment is not only an important build- 
ing material in its own right, but 
is a successful alternate for scarce 
materials, are pushing the sale of 
cement through direct mail and 
newspaper advertising. Conse- 
quently, many dealers are report- 
ing the best cement business in 
their history. 

One thing will help the dealer 
in his sales talks with customers 
and in planning advertising cam- 
paigns. He should do more than 
list the type of jobs that cement 
can do. He must show the farmer, 
for example, how paving the barn- 
yard or the barn floor will actually 
save him money. Show what ce- 
ment will do for the user rather 
than what it is. 


Surveys everywhere show farm- 
ers have money and are planning 


32 


extensive improvements to farm 
buildings as soon as materials are 
available. Now is the time to cap- 
ture this market. Manufacturers 
of consumer goods are currently 
making a good bid for the farm- 
er’s cash, 

The purpose of this article is to 
suggest actual construction projects 
utilizing cement and thus stimulate 
sales, especially among farmer 
customers, thereby helping the 
dealer get his share of the ready 
cash. 


Farms offer an almost unlimited 
opportunity for cement sales. The 
early spring and late fall are good 
seasons to approach the farmer on 
improvements and repairs. 


SAVINGS TO FARMER 


STUDIES show concrete feeding 
yards and cement floors will actu- 
ally save money for the farmer 
on items like labor, feed and man- 
ure. Affording better living condi- 
tions, cement will help improve the 
appearance of the animals, aid them 
in gaining weight. 

Experiments conducted by Prof. 
L. A. Weaver of the animal hus- 
bandry department, University of 
Missouri, showed hogs kept on con- 
crete flooring gained weight 20 
percent faster on 5 percent less 
feed than those in a dirt lot. 

The same argument applies to 
a paved yard for feeding beef cat- 
tle. Rex Beresford, beef specialist 
at Iowa State college, tells of one 
farmer whose steers lost an aver- 
age of 3.25 pounds each in a 26- 
day period while feeding in a mud- 
dy yard. Each steer consumed 


nearly $10 worth of feed while 
losing weight. 

Tests at the University of Illi- 
nois show a concrete-paved feeding 
lot is worth $7 a year for each 
head of cattle. 


BUILDING PAVED YARD 


BUILDING a paved yard may be 
done all at one time or section by 
section. No fill is needed if the 
feed lot is on well-drained soil. If 
the lot is poorly drained, it is best 
to place the concrete slab on a well- 
tamped fill of about six inches of 
gravel or cinders. 

Usually 30 to 40 square feet of 
paved area is allowed per cow. The 
concrete slab is made four inches 
thick unless it is to be driven over 
with heavy loads, in which case it 
should be six inches thick. In order 
to drain readily, the paved yard 
should be sloped about 14-inch in 
one foot. Any filling made in low 
spots should be wetted and tamped 
thoroughly to provide a firm base 
for the concrete slab. 

For side forms 2x4’s set on 


PROPERLY built concrete stock watering 
tanks give a lifetime of trouble-free 
service. 
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edge are used when the slab is to 
be four inches thick; 2 x 6’s when 
the slab is to be six inches thick. 
Used lumber is satisfactory for 
forms, which are set up to provide 
sections 10 feet square. Forms 
must be firmly staked in place. 
Alternate sections are placed in 
some cases. When these are hard, 
the sections in between are placed, 
resulting in construction joints at 
10-foot intervals, which are desir- 
able. 


RECOMMENDED MIX 


THE MIX recommended is 1 
part cement, 2% parts sand and 
3 parts gravel or crushed rock. 
Pieces of gravel or crushed rock 
should not be larger than 1% 
inches in size. If the sand is in 
an average moist condition, the 
proper amount of water is five gal- 
lons per sack of cement. 


The full thickness of concrete is 
placed in one operation. The fresh- 
ly laid concrete is leveled flush 
with the top of the guide forms 
by means of a strikebvard. A 
straight 2x4 about 12 feet long 
makes a good strikeboard. 


After the fresh concrete is 
straightedged, it is allowed to 
stand for a few minutes until the 
surface sheen of moisture begins 
to disappear and the concrete be- 
gins to stiffen. Then the concrete 
is finished with a wood float to 
create an even, uniform, gritty, 
nonskid surface. Do not use a steel 
trowel since it tends to produce a 
slippery surface. 

As soon as it has _ hardened 


BARN approaches of concrete provide 
safe and sturdy entrance to the loft floor. 
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enough not to be marred, new con- 
crete should be cured by covering 
with earth or straw, then kept 
moist for at least five days by fre- 
quent sprinkling. 

Approximate amount of materi- 
als required to build 100 square 
feet of paved yard four inches 
thick are 74/5 sacks of cement; 
3/4 cubic yard of sand; 11/3 yards 
of gravel. 

Other farm uses for concrete 
suggest themselves. Many an old 
farm building can be put back into 
good working order with a con- 
crete footing and foundation wall. 
Concrete foundations and walls help 
keep out rats and prevents water 
from damaging stored crops. 


CONCRETE FLOORS 


MOST farm buildings which 
need new foundations also need new 
floors. Concrete floors are a neces- 
sity in milk houses and dairy barns 
where production of clean, whole- 
some milk depends on a high de- 
gree of sanitation. In hog houses, 
sanitary concrete floors aid in con- 
trol of fatal swine diseases. Con- 
crete floors ‘help the poultryman 
keep diseases in check by controll- 
ing parasites and rodents. 

The first step in construction is 
to clear the floor area of all debris 
and then excavate or fill in as may 
be necessary to give the desired 
slope. Floors sloped about 14 inch 
in one foot will usually drain read- 
ily. Fill placed in low spots should 
be dampened and _ thoroughly 
tamped to provide a firm base for 
the concrete slab. 

Floors for most farm buildings 


ATTRACTIVE homes, built with concrete 
walls and sub-floors, can help solve 
housing shortage. 





CONCRETE mail box post is a long last- 
ing improvement. 


are made four inches thick with 
2x4 inch side forms. Floors which 
will receive very heavy usage should 
be six inches thick. Then 2x6 side 
forms are used. 

A mix of one part cement, 214 
parts sand and three parts gravel 
or crushed rock (less than 1% 
inches in diameter) is recommend- 
ed. The proper amount of water 
is five gallons per sack of ce- 
ment, using average moist sand. 
The concrete mix should be rather 
stiff so that some tamping is re- 
quired in placing. 

The full thickness of floor is 
placed in one operation using the 
same mixture of concrete through- 
out. Concrete is leveled flush with 
the top of the forms by means of 
a strikeboard which is worked back 
and forth across the surface with 
a saw-like motion. A straight 2x4 
about 10 feet long makes a good 
strikeboard. After this operation 
the fresh concrete is allowed to 
harden until it becomes quite stiff. 
Then it is finished with a wood 


DEPENDABLE concrete slab bridges on 
farms give many years of repair-free 
service. 








HERE’S a shuffie board court, easily installed, which may also 
do double duty as a sidewalk. 


float to create an even, uniform, 
nonskid surface, which is desir- 
able in buildings for livestock. A 
steel trowel is employed only when 
a smooth, dense surface is required. 
It should be used sparingly to pre- 
vent checking. 


BUILDING DRY FLOORS 


THOROUGHLY dry floors are a 
necessity in grain storage build- 
ings, poultry and hog houses. A 


FOR THE terraced yard, concrete steps 

are usually built with sidewalls. Here, 

the concrete was given a granite-like 
finish. 





METHOD of building forms for concrete 

steps. Note that riser form boards are 

tilted in at the bottom about one inch 

to provide additional toe space on the 
treads. 





first requirement for a dry floor is 
it be placed on a site that is well 
drained. If the site does not have 
good, natural drainage, the concrete 
floor should be placed on a fill. 
Construction is then as follows: 

On a well-tamped fill of gravel, 
cinders or crushed rock 6 to 12 
inches thick, place a 14% inch base 
course of concrete. This course is 
leveled off and after it has hard- 
ened, place asphalt roll roofing or 
tough waterproof building paper 
over the concrete, lapping and care- 
fully cementing joints with mastic. 
The floor is completed by placing 
a top layer of concrete about three 
inches thick. A 1:214:3 mix is 
used in both the base and top 
courses. 

Each 100 square feet of floor 
41% inches thick will require ap- 
proximately nine sacks of cement, 
3/4 cubic yards of sand and one 
cubic yard gravel or crushed rock. 


COLD WEATHER CONSTRUCTION 
FARMERS have more time to 
build during the cold weather 
months. If the farmer-builder real- 
ized how easy it is to place con- 


WELL BUILT concrete steps add to the 
attractiveness of an entrance. 
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RECTANGULAR stock watering tank of concrete. The pavement 
around the tank helps keep cattle clean. 


crete in cold weather he might do 
more of it. Dairy farm floors and 
milk cooling tanks are two improve- 
ments that may be easily made in 
cool weather. Others include a milk 
house floor, movable stock water- 
ing tanks, hog watering troughs, 
ratproof floors in grain and feed 
storage rooms, replacing old foun- 
dations with concrete walls, con- 
crete fence posts, etc. 

Here are a few hints for the 
proper use of cement in cold 
weather. 

When the temperature is below 
40 degrees, sand, pebbles and water 
should be heated. Sand and gravel 
can be heated by piling over a metal 
culvert pipe or other improvised 
heater in which a fire is built. Heat 
sand and gravel separately. Water 
can be heated by kindling a fire un- 
der an old metal oil barrel or in 
large kettles or boilers. The best 
temperature for heating materials 
is 150 degrees Fahrenheit. They 
should not be hotter than 150 de- 
grees; otherwise, they may cause 
a “flash” set when coming in con- 
tact with the cement. 

Frost, snow and ice should be 
removed from the forms before con- 
crete is placed. The concrete should 
have a temperature of at least 80 
degrees Fahrenheit when placed in 
the forms, making it necessary to 
deposit the concrete immediately 
after mixing. 

Outside work will require close 
attention to prevent concrete from 
freezing. It should be given some 
form of protection to retain as 
much heat as possible as soon as 
it is placed in the forms. Canvass, 
straw and hay make good covers. 
Manure must not be placed directly 
on new concrete, but may be used 
provided some means of protection 
such as a layer of building paper 
or roofing material is first placed 
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over the concrete. Protection should 
be continuous for four or five days. 

Forms must not be removed until 
concrete has been carefully exam- 
ined to determine whether it has 
hardened sufficiently. An easy test 
is to pour hot water on the con- 
crete. If frozen, concrete will be 
softened by the heat; if properly 
hardened, concrete will not be af- 
fected by the hot water. 


HOME IMPROVEMENTS 


MANY important improvements 
may be made around the home with 
cement. Concrete steps and drive- 
ways are among the most satisfy- 
ing. The safest and easiest steps 
to climb have a tread 10 to 11 
inches wide and a step height or 
rise of seven to eight inches be- 
tween treads. Side forms are usu- 
ally l-inch boards backed up with 
2x4 form studs. Riser forms for 
steps not more than three feet wide 
may be of 1x8 boards; wider steps 
require 2x8 riser forms to prevent 
bending or bulging when the forms 
are filled with concrete. 

When 1x8 or 2x8 riser forms 
are used, an actual step height or 
rise of about 7% inches is ob- 
tained, resulting in steps which are 
easy to climb. If one low riser is 
needed to complete a set of steps, 
the low step for safety’s sake, 
should always be the bottom step. 
To build steps which afford the 
maximum comfort in climbing, the 
riser form boards may be tilted in 
at the bottom about 1 inch, thus 
providing additional toe space on 
the treads. 


Edges of the steps are rounded 
by finishing with an edging tool 
after concrete has become quite 
stiff. 

Construction of concrete walks 
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STRIKING off concrete, above. The correct methods and materials used in iaying concrete 
are shown below. 





2°k4"OR 2°*G" 
SIDE FORMS 


is quite easy. More important walks 
should be three to five feet wide; 
less important walks two to three 
feet wide. Walks are usually built 
four inches thick except where 
heavy vehicles are driven over 
them, in which case the thickness 
should be increased to six inches. 

One-course construction, that is, 
placement of the full thickness of 
concrete in one operation is sug- 
gested. Expansion joints are pro- 
vided at four to five foot intervals 
along the walk by placing dividing 
strips at right angles to the side 
forms. Strips of tarred felt may 
be placed against the divider form 
boards, then left in place between 
the section of concrete as construc- 
tion progresses. 


WELL BUILT concrete chimney caps pre- 
vent deterioration which often starts at 
the top of the chimney. 






DIMENSIONS ARE FOR 
CHIMNEY WITH 8x12" 
FLUE LINING 








PAVING THE DRIVEWAY 

IN LAYING a concrete paved 
driveway, side forms of 2x6’s may 
be used for normal traffic; if very 
heavy vehicles or machinery are 
to use the drive, it is best to em- 
ploy 2x8 side forms to make a 
thicker slab. 

Where 2x6 side forms are used, 
concrete is made about 5% to 6 
inches thick; with 2x8’s about 744 
to 8 inches. 

Most people prefer drives 9 or 
10 feet wide with a slope toward 
the center to provide drainage. The 
mix for a concrete driveway is one 
part cement, 21%% parts sand and 
three parts of gravel or crushed 
stone. Expansion joints are pro- 
vided at about 20-foot intervals by 
placing dividing strips of tarred 
felt at right angles to side forms. 
Three or four thicknesses of roll 
roofing cut in strips the thickness 
of the pavement slab may be used 
for this purpose. 


CHIMNEY CAPS 
ALTHOUGH it is a small job, an 
important use for concrete which 
should not be overlooked by the 
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Cement Mixing Proportions 











Sand and 
U. S. gal. of 

; water per el ce Largest 

Use of concrete sack cement So= size 

with average Sand Gravel of 
moist sand | cu.ft. cu.ft. gravel 

Most'farm construction such as floors, steps, basement walls, 

walks, yard pavements, silos, grain bins, water tanks, etc. 5 24% 3 1% in. 





Concrete in thick sections and not subject to freezing. Thick 





footings, thick foundations, retaining walls, engine bases. 5% 234 4 1% in 
Thin reinforced concrete such as milk cooling tanks, fence 
posts, thin floors, most uses where concrete is 2 in. to 4 in. 5 24% 2% 34 in. 


thick. 





Very thin concrete such as top course of 2-course floors and 
pavements, concrete lawn furniture, most uses where con- 4 13% 24% % in. 
crete is 1 in. to 2 in. thick. 























*These are trial mixes for average conditions. I! is particularly important to use nol more water per sack of cement than 
shown in the table. If sand is very wet decrease amount of water used 1 gal. per sack of cement. If sand is dust dry 


increase amount of water }4 gal. per sack of cement. Change proportions of sand and gravel slightly if necessary to 
get a workable mix. 


homeowner is for chimney caps. A of the chimney. Side forms may 


chimney usually starts to deterior- be 1x4 or 2x4 pieces. Core dimen- 
ate first at the top. New chimneys sions should be the same as the 
or those being repaired may be pro- outside of the chimney flue. 

tected against such failure by prop- A one-quarter inch round rein- 
erly installing a well built chimney forcing bar should be bent to form 
cap. A mix of one part cement, 214 a square, then placed in the center 
parts of sand and 2% parts of of the concrete center. Lap bar 
gravel or crushed stone is sug- ends about 10 inches. An edging 


gested. The outside dimensions of tool can be used to round the top 
the cap should be the same or edges of the cap if desired. After 
slightly greater than the outside the concrete hardens for two or 


three days, forms may be removed, 
the inner form being withdrawn 
first. Portland cement mortar, con- 
sisting of one volume of cement 
to three volumes of mortar sand 
should be used in setting the cap 
on the top of the chimney. 


OWNER-BUILT MARKET 


OWNER-BUILDERS offer a new 
market for cement. Thousands of 
home lovers, faced by materials 
shortages, are erecting their own 
homes with the help of neighbors. 
Many of these owner-builders, with 
the advice of the retail dealer, will 
install cement foundations, base- 
ments, driveways and walks. 

Concrete block are widely used 
in constructing all types of farm 
buildings. Although the supply of 
blocks is improving, it has not yet 
reached the availability of cement. 
Generally speaking, farmers will 
find it best to employ an experi- 
enced mason for the more impor- 
tant structures, although the 
smaller jobs can be done by any 
man handy with tools. 
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TRIMMING sheathing in much less time 
than with a conventional hand saw. 


N THE SEARCH for a means to 

speed up construction work and 
realize maximum efficiency from 
high-priced labor, lumber dealers 
and merchant-builders are _ not 
overlooking the posibilities of pow- 
ered portable hand tools. These 
include saws, sanders, drills and 
grinders of various types. Several 
manufacturers offer a good choice 
of sizes and types in such tools. 

The adjustment and operation of 
an electric hand saw is simple and 
with very little training the aver- 
age workmen can become an expert 
in a short time. Although this type 
of saw will not replace the conven- 
tional hand saw in all operations, 
its use on the job will result in 
much more efficiency. A little plan- 
ning and the use of some simple 
jigs with an electric hand saw will 
enable the average workmen to do 
more than 90 percent of the work 
ordinarily done on the job with a 
common hand saw five to eight 
times as fast. Even though dimen- 
sion lumber is precut in the lumber 
yard, there is still much sawing to 
do on the job. Eleetric hand saws 
are now designed to cut floor joists, 
sub-flooring, bridging, jamb blocks, 
sheathing, studding, rafters, stair 
horses, etc. From this type of 
heavy cutting they may also be 
adapted for use in such work as 
mitering mouldings and trim, dado 
cutting, rabbets, tenons and special 
form cuts. Where practical and 
desirable these portable electric 
saws may be mounted and used as 
table saws, or as light radial saws. 
Some manufacturers provide spe- 
cial equipment such as_ radial 
guides or radial arms to increase 
the accuracy and versatility of 
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Electrically Powered Hand Tools 
Speed Work--Reduce Costs 


Use of power hand saws, drills and belt sanders will not only 

save on manpower but will assure more satisfactory installa- 

tion of many less conventional materials now being used in 
light construction. 


these saws for other than regular 
hand use. 

A wide variety of materials are 
now being used in buildings, many 
of them difficult to work with con- 
ventional tools because of extreme 
hardness or toughness. When sta- 
tionary equipment is used to work 
such materials, the installation is 
slowed materially and where hand 
methods are used the process is in- 
efficient and expensive. The portable 
powered hand saw can be equipped 
with abrasive disks or other suit- 
avie blades that will cut or score 


building tile, terra-cotta, transite, 
marble, stone, gypsum plank, light 
steel, asbestos cement, flue linings, 
etc. With the proper blade and the 


_ correct depth setting, these saws 


may be used for scoring concrete, 
or floors of other hard materials, 
for decorative purposes, safety, in- 
stallation of machinery or other 
purposes. The _ increasing use 
of so many materials other 
than lumber on light con- 
struction jobs calls for the careful 
selection of good tools to efficiently 
work such materials if costs are 


NOTCHING ends of rafters to key in with cross beams by using an electrically-powered 
hand saw. 














USING an electric hand saw to cut corrugated asbestos-cement siding. 


to be held at a minimum. The use 
of tools that will do neater, more 
satisfactory work with some of the 
less conventional materials will 
make it easier for the building 
material dealer recommending 
such materials to keep his custom- 
ers satisfied. 


ELECTRIC HAND DRILLS 
IN ADDITION to the use of 
electric hand saws on the job, the 
importance of electric hand drills 
and sanders must not be overlooked. 
A power hand drill will save many 
man hours of labor on any light 


FASTER, more accurate work can be done on the job by using 
electrically-powered hand 





Ww %, 


saws. 


construction job, whether the ma- 
terial is wood or some other build- 
ing product. Besides its indispens- 
ability in installing some types of 
materials where holes must be 
drilled for screws or nails, the port- 
able drill will permit one man to 
do the work of several when finish 
hardware is installed in any build- 
ing. It is used not only for drilling 
holes, but also for installing screws 
in butts, locks, clothes hooks, win- 
dow lifts and fasteners, light fix- 
tures, etc. 

Both for on-the-job work as well 


as in the lumber dealer’s workshop 
a hand electric sander is another 
tool that will contribute much to 
a saving in man hours. Simple and 
economical to operate, these sand- 
ers do much faster and neater work 
than can be done by hand. They are 
especially valuable on remodeling or 
refinishing jobs where old work 
must be cleaned up and resanded 
before a new finish can be applied. 
A little ingenuity and initiative on 
the part of workmen will put hand 
electric sanders to work in many 
spots where sanding is not ordi- 
narily considered necessary. or 
practical. Where unusually neat, 
tight joints are desired whether 
butt joints or leveling the surface 
of one panel or piece of material 
with the next, a sander can do the 
work speedily and satisfactorily. 


BASIC RULES ON CARE AND USE 

THERE are certain fundamental 
rules concerning the care and use 
of electrically powered hand tools 
that must be observed if maximum 
efficiency and economical operation 
are to be attained. The motors 
must be kept clean. The best method 
of cleaning is to blow them out 
frequently with compressed air to 
remove dust and dirt which accu- 
mulates and clogs air vents. In 
addition to this, the tools should 
be dismantled occasionally and all 
parts thoroughy washed, brushed 
and dried. Men using these tools 
should always make certain the 
motor is getting proper ventilation 
so it will not run too hot and even- 
tually burn out. 

Overloading electrically powered 


ELECTRICALLY-powered hand belt sanders are versatile labor- 
saving tools to use in the light construction industry. 
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hand tools is a common offense. 
This puts a severe strain on gears, 
bearings and particularly on the 
motor. Frequent causes of overload 
are: (1) starting or stopping tool 
while it is in the work; (2) crowd- 
ing or jamming tools in an attempt 
to hurry the job; (3) the use of 
dull bits or blades; (4) severe volt- 
age drop under load due to under- 
size cord or over-loaded power line. 
Tools should also be lubricated reg- 
ularly with lubricants recommended 
by the manufacturer to keep wear 
at a minimum. 

In addition to these basic rules 
for the care and use of all electri- 
cally powered hand tools, tnere are 
some specific suggestions for the 
use of powered hand saws. The 
fastest, most efficient sawing is as- 
sured only when the blades are kept 
sharp and correctly set. When this 
is done the saw will operate most 
satisfactorily without crowding in- 
to the work and without undue 
pressure from above. 

3ecause of the great variety of 
materials cut and operations done 
by electric hand saws, a wide range 
of blades is available. Use of the 
correct blade for each job avoids 
the possibility of motor overload 
and assures the greatest sawing 
speed. Most widely used is the 
combination blade suitable for both 
cross-cutting and ripping. Rip 
blades, cut-off blades, grooving, 
fine-tooth, miter, friction, flooring 
and high-speed hollow - ground 
blades are available for specific 
cutting jobs. Abrasive disks are 
used for cutting concrete, tile, 
marble, granite, asbestos cement 
sheets, cast iron, alloy steels and 
many other metals and materials. 

Every electric drill is designed 
to a maximum drilling capacity and 
the use of over-size bits is certain 
to eause overload and motor burn- 
out. Bits should be kept sharpened 
properly to insure neatest, fastest 
drilling. When electric drills are 
not in use the jaws should be kept 
retracted so they will not be ex- 
posed to injury from accidental 
blows or sharp bumps. 

In using electrically powered 
hand belt sanders or disk sanders, 
the cardinal rule to remember is 
they are earefully designed to op- 
erate at correct speeds for maxi- 
mum efficiency. Speed — not 
pressure—does the work. They 
peform best with firm uniform 
pressure, and “bearing down” only 
reduces the speed of the machine, 
slows down the job and overloads 
the motor. 
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SPECIAL blades are available for power hand saw to permit cufting or scoring 
concrete blocks and other hard materials such as building tile, terra-cotta, transite, 
marble, stone, gypsum plank, light steel, flue linings, etc. 
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One building materials dealer who 
always has something to sell says: 


“Take Time for Buying” 


ALABLE ITEMS passing over 
the counters into the hands of 
customers who have cash in their 
pockets is maintaining profitable 
current volume for the Harlan- 
West Lumber company, North Lit- 
tle Rock, Ark. Even the tremen- 
dous current demands in practi- 
cally all lines do not keep the 
owners from having the store well 
filled with highly salable items 
which have a logical place in the 
modern building materials store. 
Throughout the past months 
when many other dealers have 
wished for something to sell, the 
display fixtures of this store have 
been filled with items which pulled 
customers from the street—custom- 
ers whose patronage has_ been 
planned for and whose wants have 
been carefully analyzed and grati- 
fied with good buying practices on 
the part of Manager S. A. Gardner. 
Mr. Gardner sums up his success 
in always being able to present at- 
tractive merchandise with, “I take 
time out for buying.” 


LISTENS TO SALESMEN 


HE IS never too busy to give 
attention to the salesman who comes 
in with catalogs and sample kits. 
Nor is he too busy to make regular 
and frequent contacts with whole- 
sale houses. 

The items he buys for his cus- 
tomers are everything and any- 
thing that help to improve the 
modern home, That takes in broad 
territory and requires a keen un- 
derstanding of the needs of the 
customers who pass the store, see 
the merchandise and want it. 


LOCATION INFLUENCES BUYING 


LOCATION is a factor that in- 
fluences Mr. Gardner’s buying hab- 
its. The Harlan-West Lumber com- 
pany is on the main _ business 
street of the city, and its back door 
opens near the North Little Rock 
Curb market, where farmers with 
cash in their pockets come every 
day, and customers flock to buy 
country produce. The large Harlan- 
West sign right in the market re- 
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minds the farmer and his customers 
to paint up and improve the home. 
Another advantage is that three 
alleys lead to the lumber yard, en- 
abling farmers to have easy access 
to the plant for loading purchases. 
All these advantages have been 
accepted and made the most of by 
this dealer who wants to have some- 
thing to sell’ to different groups of 
customers—farmers, home owners, 
and prospective home builders. 


MERCHANDISING THE PAINT 

CUSTOMERS eagerly patronize 
the paint department, which Mr. 
Gardner pointed out as the most 
profitable spot in the store. The 
turnover realized from the small-can 
paint counter is tremendous. This 
display is typical of all others in 
the store. The counter slants at an 
angle toward the customer and the 
paints are laid flat on it, flanked 
by a display of color cards flat un- 
der a glass cover. 

The sales person at the counter 
really knows paints. Half of the 
paint customers do not know enough 
about the product to buy intel- 


ligently, Mr. Gardner says. So the 
paint salesman always questions 
the customer about the use for 
which the purchase is intended. Dis- 
cussing paints over the counier 
awakens more interest in the item 
—makes the customer more paint 
conscious, so often he does not stop 
with the one kind of paint for 
which he came in. Usually he goes 
out of the store with quick-drying 
enamel, varnish or floor paint, wall 
paint, outside paint, etc. 

Harlan-West has arranged the 
wallpaper display with careful con- 
sideration of the needs of custom- 
ers. Instead of putting this de- 
partment in the back of the store, 
as is customary in the majority 
of building material stores, it was 
placed in front, directly behind one 
of the display windows. This win- 
dow is always dressed with small 
objects, so people passing can have 
an unobstructed view of the wall- 
paper. 


SUPPLY VARIETY OF NEEDS 
THE customer for paint or wall- 
paper is interested in having a bet- 


S. A. GARDNER, manager, sells paint from the small-can display that has a larger turnover 
than any other department. 
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Constantly aware of the needs of his 
customers, Manager S. A. Gardner keeps 
his counters filled with everything and 
anything to improve the modern home. 





ter home, and the well filled coun- 
ters and floor-islands at Harlan- 
West supply his needs in wide 
variety. Manager Gardner does not 
call these items hardware items, 
but home supplies. Brooms, clean- 
ing items, light globes, insect 
sprays and a host of other fast- 
moving items have a logical place 
in the building material store, he 
insists. And now that many of 
the bins in the lumber yard are 
empty because of shortages, those 
counters filled with fast-moving 
goods are keeping the customers 
coming in. The farmer who buys 
harness items today will probably 
be needing a new barn or other 
farm buildings as soon as he can 
get the materials to build. 
Attracting people to the store 
for over-counter merchandise 


WALLPAPER display, arranged for customer convenience, attracts 
both passers-by and shoppers. 


:) 


' Y 4 s 
ot j 


AMERICAN LUMBERMAN, June 22, 


RS 95 





tee 


Se ; “a ity 
By SAINTS 


: 





DISPLAY windows, filled with household items, show prospective 
customers the variety of things to be found in the store. 


yields volume for the lumber yard. 
At this moment the Harlan-West 
Lumber company has four small- 
home jobs in the process of build- 
ing, for which it is furnishing 
nearly all of the building materials, 
including brick, windows, doors, 
roofing and paint. 

These four new homes were in 
the back of Manager Gardner’s 
mind when he stopped important 
work at his desk to give an hour 
of his time to a salesman who came 
in to show him a new line of 
kitchen utensils. The kitchen uten- 
sils were for over-counter selling 
and the salesman became another 
customer for Harlan-West. 

Among the many people who 
come to the store, Negroes are wel- 
comed as valued customers. Mr. 


antees 
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Gardner stated that the very large 
Negro trade the store enjoys was 
deliberately cultivated through con- 
siderate treatment. They have bet- 
ter jobs now and receive more 
money for their work. Rural Ne- 
groes also have more money to 
spend, and no group of people has 
a greater need for merchandise of 
all kinds—a need that has been 
building for many years. 

When building materials are 
more plentiful, the drawing board 
in the store will be turning out 
many a sketch for prospective home 
builders. In the meantime, those 
prospects are being attracted and 
developed by Manager Gardner’s 
good buying practices which keep 
the store well filled with something 
to sell. 


WELL-FILLED counters, containing everything for the home, guar- 
a steady flow of customers. 
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EXTERIOR of the present Gillon Lumber company store. Plans for remodeling have been 
made, to be put into effect when building materials become more available. 


California concern celebrating its golden anniversary 
faces the future rather than the past... developing 
the home owner market to greatest extent possible. 


IFTY YEARS young is an apt 
description of the Gillon Lum- 
ber company, San Francisco. 

Celebrating its Golden Jubilee 
this year, the company, now headed 
by R. E. Byard, is vigorously ex- 
panding its facilities and merchan- 
dising of products for the house- 
hold as well as building materials 
at its location on Geary boulevard 
at Fourth avenue, in the city’s 
Richmond residential district. 

Founded in 1896 when the dis- 
trict was a scattered community 
just outgrowing its former name 
of the “Outside Lands,” the busi- 
ness was operated by E. E. Gillon 
until his death in 1934. Since that 
time it has been headed by Mr. 
Byard. 

In advertising this year Gillon’s 
has emphasized its Golden Jubilee 
in newspapers and on billboards 
while not overlooking the promo- 
tion of its various departments by 
the use of radio, advertisements in 
neighborhood newspapers and en- 
closures with bills. Plans have 
been laid for the remodeling of its 
corner location to provide a mod- 
ern-designed store for appliances, 
radios and other household prod- 
ucts, but this is being delayed so 
there will be no chance of custom- 
ers resenting such use of materials 
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oy a building materials firm while 
they are scarce. 

“We are seeking to obtain more 
diversification in our business,” de- 
clares Mr. Byard. “We intend to 
develop the home owner market to 
the greatest extent possible.” 


RETAIL SALES DEPARTMENTALIZED 

IN THIS campaign the retail 
sales are being departmentalized to 
a large measure, with much atten- 
tion paid to hardware, tools, appli- 
ances, paints and garden supplies 
as well as to materials of all types 
—in other words, a complete serv- 
ice for the home. 

Many of the company’s em- 
ployees are ex-servicemen, and they 
are enthusiastic in their efforts to 
build sales. Several are now at- 
tending an extension course in 
salesmanship given by the Univer- 
sity of California. ‘And we plan 
to develop our own sales training 
word,” Mr. Byard says, “to teach 
our staff more thoroughly about 
the various products we handle.” 

It is his opinion a lumber and 
building materials dealer should 
not leave merchandising, advertis- 
ing and sales promotion to depart- 
ment stores and other competitive 
outlets. Employees are further en- 
couraged to make suggestions and 


tury of Progress 
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von lnc BUILDING PRODUCTS genistue 





R. E. BYARD has headed the company 
since the death of its founder, E. E. Gillon, 
in 1934, 


to try out new methods and proj- 
ects. 
GARDEN SHOP DEVELOPS 

AN EXAMPLE of the results 
from this policy is shown in the 
development of the garden shop. 
The thought behind its establish- 
ment was: “gardeners have been 
buying wire and some other items 
from us, so why not sell them gar- 
den supplies of all kinds?” The 
shop was set up in an open-front 
space that will eventually be the 
new store area, and has shown the 
results of sales concentration by ai 
increase in the sales of garden 
items from 50 cents to approximate- 
ly $100 a day. Advertising has been 
used to promote the shop. On one 
occasion, it was announced the 
first hundred women to visit it on a 
certain day woud be given a pair 
of garden gloves—and the womer 
flocked in, and bought as well. 

Gillon’s paint department has 
specialized in promoting nationally 
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GENERAL view of interior of Gillon Lumber company shows the variety of products 
offered to home owning customers. 


advertised paint for home owners’ 
use while also carrying paints for 
painting contractors. Paint style 
books are on hand to go out on loan, 
and usually there is a waiting list 
for copies. 


ADD SPORTING GOODS 

THE recent addition of a sport- 
ing goods department was made as 
a result of the observation that 
most builders, carpenters and con- 
tractors visiting the company were 
outdoors’ enthusiasts. Arrange- 
ments were made so Gillon’s could 
issue fishing licenses. This new 
feature, and the department as a 
whole, has proved highly popular. 

Complete service is offered to 
prospective homebuilders. Valua- 
ble space was taken from other 
departments to build a_ special 
salesroom to accommodate custom- 
ers in privacy and quiet while 
going over plans with them, to esti- 
mate materials and_ costs. A 
trained estimator is always on 
hand to consult with and advise 
the customers. 

This service has been extensively 
advertised by radio, and it has been 
found to draw many customers, not 
only from the district but also from 
the rest of the city and surround- 
ing communities, into the store. 
Plan books are available for both 
loan and study, and the estimator- 
adviser assists the customers in se- 
lecting and working over plans to 
fit their requirement. 

In addition, the company makes 
arrangements for home financing 
if desired and suggests reli- 
able contracting builders for the 
job. In other words, practically 
a one-stop service is available for 
anyone wanting to build a home. 
And what it means to Gillon’s is 
by drawing the customer in at the 
outset the chances of supplying all 
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the materials for the home are 
increased manyfold. 

Use of radio once a week for ad- 
certising has proved highly success- 
ful, with many direct returns at- 
tributable to it. Two commercial 
break-ins are ordinarily employed 
on a 15-minute news or musical 
program at 12:30 p. m. over a lo- 
cal station, and it is planned to 
increase this form of advertising. 

The radio announcements are 
designed to appeal to all people who 
have or want to own homes and to 
promote the different departments 
of Gillon’s at various times. The 
best way to show how they are 
keyed is to quote some recent ex- 
amples. 

Here is one on home-building: 

“Have you seen the Four Square 
Book of Homes the Gillon Lumber 
company will lend to anyone who 
asks for it? This is a big book 
about small homes—a book for 
every moderate income family who 
is building or planning to build. 
Here are fifty small homes of dig- 


nity and charm, designed by lead- 
ing architects and embodying all 
the features that give a house life- 
long value. The designs will be 
equally good fifty years from now, 
and—they’re homes you can af- 
ford. When you select one that’s 
right for your family, Gillon’s will 
obtain complete specifications, ma- 
terial lists and working drawings. 
They’ll also assist in financing ar- 
rangments. Before building, bor- 
row the Four Square Book of 
Homes from the Gillon Lumber 
company, Geary boulevard at 
Fourth avenue.” 


EXAMPLE OF SPECIAL PROMOTION 

AN EXAMPLE of the use of 
special promotion by means of bill 
enclosures is the following copy 
on roofs, printed in mimeograph 
form and topped with a sketch of 
a roofer in action: 

“You say you have post-war 
plans? We do too, but...if... 
you haven’t taken preventive meas- 
ures to keep your roof from leak- 
ing don’t put it off ... do it now. 
Why wait till the rainy season 
when the workmen are the busiest 

. we carry a complete line of 
roofing. Let us recommend a re- 
liable roofer who will give your 
roof a free inspection now. En- 
tire job can be financed. No down 
payment required and_ eighteen 
months to pay. See us about your 
financing problem. We will be 
happy to discuss the plan with 
you.” 

In advertising built around its 
Golden Jubilee Gillon’s has dug 
up history. of the early days of its 
district, and has found both old- 
timers and newcomers to be ex- 
tremely interested. But, while 
proud of its half century of serv- 
ice, it looks keenly to the future 
and modern merchandising meth- 
ods to build still further. 


ONE HUNDRED dollars a day pass across the counter for garden supplies after adver- 
tising boosted sales from about 50 cents a day. 
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JOINING THE RANKS of prefabricated iinits 

being made in lumber yards are closets which 

can be installed either in homes under construction 
or in existing homes. 

The recognized need for adequate closets, designed 
especially to fit specific needs, of proper shape and 
depth for whatever items they are to contain, is open- 
ing up a new merchandising field for building material 
dealers. 

Shown on these pages are two closets—one for a 
man, one for a woman—which can be prefabricated 
at the yard and then installed in bedrooms. 

In homes which are being designed or still under 
construction, space can be planned for these closets 
which can be made at the yard and put in place as 
the rooms are being finished. 

In many homes closets have been put in whatever 
space is left over, without any thought as to needs 
of the family. They are of odd and inconvenient size 
and shape. It is toward this group the dealer can 
direct the strongest part of his merchandising pro- 
gram. It is among owners of these homes, well built 
and properly designed closets will have the strongest 
appeal. 

Two ideas for the location of these closets are sug- 
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For Sale 


gested here. When placed in two corners, the closets 
form an attractive alcove for a bed; if the wall is 
narrower, the alcove can be used for a dresser or 
a pair of dressers. A solid wall section can be made 
by putting the two together or by placing a third 
closet between with a rod for clothing or shelves for 
linens. When mirrors are attached to the doors, form- 
ing a three-way mirror, both a practical and attractive 
touch is added. 

Accompanying diagrams show the dimensions and 
construction details of the closets, which can be either 
slipped into a space already provided or placed against 
the wall. The closet and storage cabinet will fit in 
flush under an eight-foot ceiling. For lower ceilings 
the storage cabinet can easily be removed. 

Customer interest can be heightened by the addition 
of such convenience items as shoe and tie racks, small 
utility shelves on the door, small drawer and cupboard 
sections over which shirts, blouses and jackets can be 
hung, and hat stands. 

The interest of women in these closets can be in- 
creased by showing how the raised floor, carefully 
constructed, dust-eliminating doors, and a place for 
each thing will reduce dusting and once-a-week clean- 
ing to a minimum. 


Photographs and drawings courtesy of Popular Home 
Magazine, of United States Gypsum company. 
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ATTRACTIVE modernistic front and display windows of the Fingerle Lumber c 





This retail lumber dealer 
set up a toy department 
for the first time in 1944 
and did a $20,000 volume 
in eight weeks; boosted 
volume to $50,000 in 1945 
by capitalizing on previous 
year’s experience. 











ERCHANDISING  diversifica- 
tion has proved outstandingly 
successful for the Fingerle Lumber 
company, Ann Arbor, Mich. Since 
this firm was founded in 1931 by 
E. C. Fingerle, volume has steadily 
expanded and merchandising diver-. 
sification has been carried to an 
unusual degree by usual retail lum- 
ber dealer distribution standards. 
Mr. Fingerle and Richard H. Hol- 
lister, who has been with the firm 
since its inception and was taken 
in as a partner two years ago, are 
convinced eventually the retail 
lumber yard will be a trading area’s 
headquarters, not only for lumber 
and its closely allied lines, but also 
hardware, paint, housewares, and 
seasonal goods such as toys. With 
this conviction, the two men have 
worked steadily toward that end. 
The success of their operation has 
proved the soundness of their judg- 
ment. 
In working toward their objec- 
tive they have never proceeded with 
any plans that would produce re- 
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sults at the expense of retarding 
the development of lumber and 
building material volume. The 
firm’s lumber and building material 
business has shown strong, steady 
growth and enjoys a wide trading 
area for these basic lines. At the 
same time it has been their prime 
desire to operate the most progres- 
sive retail lumber yard possible 
and diversification of lines has 
helped them greatly in their pro- 
gress. Mr. Fingerle says, “We 
used to notice customers who came 
in explicitly to buy lumber items 
picked up allied items and some 
of the less allied articles. Now 
we see many of our customers who 
come in for houseware items de- 
cide after all they need a new, mod- 
ern bathroom cabinet or some reg- 
ular building material item they 
happen to notice prominently dis- 
played.” 
ADD LINE OF TOYS 

LATE in the summer of 1944 
Mr. Fingerle and Mr. Hollister 
were looking the field over for new 
lines to handle and finally decided 
to inaugurate a complete toy de- 
partment. Neither of the men had 
ever had any experience in the toy 
business, but they went to work 
immediately and placed orders for 
several thousand dollars worth of 
toys. Plans matured late in Oc- 
tcber when they opened a real de- 
partment. Every effort was made 
to do the job right, including the 
expenditure of considerable sums 
of money on store display and ad- 
vertising. 

Results were amazing. Six extra 


clerks had to be hired and in eight 
weeks the firm sold approximately 
$20,000 worth of toys, a volume 
that far exceeded their expecta- 
tions. “We decided right then and 
there the toy business was a na- 
tural for the progressive retail lum- 
ber dealer and we would hit it 
hard in 1945,” reports Mr. Fin- 
gerle. Accordingly, late in October 
of that year, they opened an up- 
town store, the Fingerle Lumber 
company’s Holiday Annex, right in 
the heart of the business district 
and went to work on the toy busi- 
ness with more enthusiasm than 
ever. Generous sums were spent 
for store display, decoration and 
advertising in both newspaper and 
radio. The entire project resulted 
in $50,000 worth of toy business in 
approximately seven weeks. The 
department showed a_ handsome 
profit and was the finest kind of 
advertising for all the other lines 
carried by the Fingerle Lumber 
company. 


GOOD PROFIT LINE 


COMMENTING on the Fingerle 
Lumber company’s experience in 
the toy business, Mr. Fingerle says, 
“If a dealer stops to analyze care- 
fully the toy business in his town, 
he will find that many ‘dabble’ at it 
but in only remote cases does a 
firm go in for a so-called complete 
spread. As a result a great many 
toys are bought in the larger cities 
and by mail. A dealer will also note 
the chain and mail order stores 
put quite a little effort behind their 
toy departments for the simple rea- 
son there is money in that end of 
the business. 

“We have found out many things 
about the business the hard way 
that we feel will apply generally to 
all dealers interested in merchan- 
dising toys during what is ordinar- 
ily a slack pre-holiday season in 
a lumber yard. In the first place 
it pays to put in a complete care- 
fully selected line, not slighting the 
higher-priced items for they make 
volume figures climb. We _ have 
found it advisable not to cater to 
the real inexpensive numbers so 
we have made it a policy to carry 
very few items selling for under 
$1.00. Experience has taught us 
that the low-priced toys are pur- 
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In A Lumber 


chased in the  five-and-ten-cent 
stores. 
GOOD DISPLAY IMPERATIVE 

“GOOD display is of paramount 
importance in a toy department and 
tovs being very colorful, lend 
themselves to good display. We 
have found in a number of in- 
stances that when a certain item 
was not selling, a changed display 
of the item in a different part of 
the store would make a ‘run’ on 
the item. This rule applies to all 
merchandise sold in our store. It 
cefinitely pays to prominently price 
mark every toy. 

“A toy department should be set 
up with the thought in mind at all 
times that the toy business is a 
‘rush’ business with a lot of volume 
concentrated in a short period of 
time. Accordingly everything 
should be handy. We have found 
a central cashier and a wrapping 
department helped us a lot. Goods 
should be stacked on the shelves 
and tables in sufficient quantities 
to run at least a full day and then 
re-stocking and re-arranging should 
be done after store hours. 


LAY-AWAY PLAN 

“A GOOD many toy orders are 
purchased on the lay-away plan, 
so it is absolutely necessary to pro- 
vide ample room for lay-away sales. 
A standard lay-away ticket just like 
large department stores use is 
available from stock. This ticket is 
in three parts. The customer takes 
the bottom part which is an iden- 
tification stub. One part is attached 
to the order that is carefully picked 
out, wrapped up and put away in 
the lay-away room. The third part 
is carried in a file by the cashier 
with a place on it for record of 
payments. If a lay-away system is 
carefully and_ sensibly installed 
there will be no trouble. 

“Every well-organized toy de- 
partment will have some special 
advertising feature to attract small 
children and parents. The old tra- 
litional Santa Claus is still good 
ut we think we hit on a scheme 
that had it beat. We installed a 
small, juvenile-size telephone booth 
made identically like the real ones; 
except in size, with a regular glass 
vanelled door. We had a regula- 
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THESE three views of the store interior 
illustrate diversification of items handled 
by this progressive firm. 
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tion telephone in the booth but not 
hooked up. In the top of the booth 
we had a small speaker and a pick- 
up microphone. We advertised the 
booth as Santa Claus’ own with a 
direct hook-up to the North Pole, 
and announced certain times when 
Santa Claus would be on hand to 
talk with little folks who were with 
parents. We had the speaker and 
microphone connected, of course, to 
a ‘Santa Claus’ in the basement. We 
ised the speaker and microphone 
idea rather than having the tele- 
phone connected so that parents on 
the outside of the booth could hear 
the conversation. It was very ef- 
fective and we never saw a child 
that was not thrilled by it,” con- 
cludes Mr. Fingerle. 

Christmas Eve the Fingerle Lum- 
ber company closes the full-sized 
toy department but throughout the 
year one table of carefully selected 
toys is maintained in the lumber 
store to take care of birthday trade. 

ONE OF the window displays of toys handled by the Fingerle Lumber company at its They report this little department 
Holiday Annex in the heart of Ann Arbor’s business district. ong s its own way all during the 
off-season. 
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VIEWS OF interior of Fingerle Lumber company’s store during the holiday season when effort is concentrated on sale of toys. 
This lumber dealer has discovered that a good line of quality toys properly merchandised for seven to eight weeks before 
the holidays is not only a good volume builder but proves the “finest kind of advertising for our main building material lines.” 
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Stressing Quality in Builders Hardware 


Distribution evils of the past are being corrected, 
and the lumber dealer can now step into the picture 
as the retail outlet for famous, top-quality lines. 


UMBER DEALERS have been 

‘handicapped in handling build- 
ers’ hardware because of the low 
quality of the goods they have been 
obliged to carry in many cases. It 
was not of the lumber dealer’s 
making but he had to accept it, if 
he wanted to stock builders’ hard- 
ware. There were a number of 
reasons for this. One was the lum- 
ber yard was not generally regarded 
in hardware circles as a legitimate 
outlet for builders’ hardware. 

Because of this many hardware 
jobbers for years made little at- 
tempt to sell lumber yards. Hard- 
ware dealers were their regular 
customers and they saw no reason 
why they should set up additional 
competition for them. 


CHEAP LINES TAKE HOLD 

THE fact cheap hardware ob- 
tained such a hold, not only in lum- 
ber yards, but throughout the field, 
can be blamed to a large extent on 
the manufacturers themselves. 
They are the ones who put out 
lower-cost steel hardware in com- 
petition with their more expensive, 
top quality brass lines which they 
preferred to sell. They were meet- 
ing strong price resistance to their 
brass goods, particularly during 
the depression. A cheaper line 
seemed the answer. 

But about all it accomplished 
was to pull the whole industry 
down to a lower level. It was one 
of the principal influences that re- 
duced the value of the builders 
hardware going into a house from 
two percent to one-half of one per- 
cent. Architects have long allowed 
two percent for the hardware in 
residential buildings. This allow- 
ance permitted the use of quality 
hardware of good design. 


Gradually certain forces began © 


chiseling at this percentage until 
the builders hardware allowance 
for residential installations had 
dropped to considerably less than 
one percent. This was the percent- 
age at the time the war started. 


HARDWARE CONSCIOUSNESS DROPS 

THE increasing use of cheap 
hardware was one of these forces. 
Price cutting was another serious 
one. But probably the most impor- 
tant factor in the decline of the 
builders’ hardware business was 


householders were permitted to lose 
their hardware consciousness. 
Home owners were only dimly 
aware their houses had hardware. 
They did not know what kind it 
was, or who made it and they didn’t 
care. 

In the meantime these same 
people were being made vividly con- 
scious of other house products— 
streamlined kitchens, heating sys- 
tems, floor coverings, wall finishes, 
roofing, etc. In this competitive 
struggle builders’ hardware gradu- 
ally lost ground, to the extent its 
share of the dollars declined. 


CAUSES OF PRICE CUTTING 


PRICE cutting is ordinarily the 
result of severe competition, de- 
pressions, etc. In the case of build- 
ers’ hardware, it was also the re- 
sult of the industry’s distribution 
set-up. The big full line manufac- 
turers sell largely through exclusive 





This article, third in a series 
on builders’ hardware, concludes 
the introductory phase written 
by John Allen Murphy, market- 
ing expert for a prominent New 
York agency. Subsequent art- 
icles in the series will stress 
merchandising practices of ac- 
tual wholesalers and retailers. 











outlets. They are represented by 
only one contract dealer in a local- 
ity selling regular dealers on a re- 
stricted basis. 

The competitive trouble that de- 
veloped was not due to this set-up, 
but to the lack of it in many com- 
munities. In those communities 
some of the big old-line manufac- 
turers were not repreesnted or 
were represented by weak dealers. 
When a big job was up in these 
places, the unrepresented manu- 
facturers often felt compelled to 
jump in to protect their interests 
on the pending contract. When 
this happened, other manufactur- 
ers might feel they had to step in 
to support their dealers in the 
situation. As a result, contracts 
were often won at ruinous prices. 

These evils have not been en- 
tirely cured, but most of them are 
well on their way to being cured. 
Some of these cures are the result 
of remedies which the industry 
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has, itself, introduced. Others are 
the outcome of easier selling condi- 
tions current today. 


DEALER WINNING A PLACE 

IT IS a result of these selling 
betterments being made that the 
lumber dealer is winning a place 
as a recognized builders’ hardware 
distributor. Let us take one ex- 
ample of how these betterments are 
developing. 

There are at least five full-line 
manufacturers besides an increas- 
ing number of specialty manufac- 
turers with growing lines. In 
every community of, say, 50,000 
and up, each of the full-line manu- 
facturers should have an exclusive 
dealer. But in many communities 
there are not enough hardware 
stores of the right type to give all 
these manufacturers the kind of 
dealers they want. 

Here is where the lumber dealer 
comes in. He has all the facilities 
necessary to make him a _ good 
builders’ hardware representative. 
He can take on a line that is not 
now represented in his locality. 
This can be accomplished without 
hurting hardware stores that 
handle builders’ hardware. . 


AVENUES OF SUPPLY 

MANY avenues of supply are 
now open to the lumber dealer who 
wishes to add builders’ hardware to 
his line. He should first find which 
line is open for his territory. Then 
begin his negotiations for that line. 
He can buy it direct or through 
his regular hardware jobber or 
through a specialty builders’ hard- 
ware jobber—depending on the 
particular distributing plan the 
manufacturer pursues. 

The lumber dealer, going into 
the builders’ hardware business, 
should strive to offer a complete 
selection and unusual service to his 
community. He should stock a 
quality line of solid brass or bronze 
hardware. He can also stock steel 
hardware. There will be a demand 
for steel builders’ hardware and it 
is useful in many applications. 

In the interests of greater sales 
volume and lasting customer satis- 
faction it is wise to “sell up’”—to 
stress top quality—in merchandis- 
ing builders’ hardware. 
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When and Where 
You Need it... 
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With the 
TJORSEY vixens SKIDDER! 








; Pull is important! Particularly when you can get it under 
C ¥ e C ‘ any logging conditions, including swamp, mountainous 
and marshy regions. And the low-cost, completely flexible 
These Features Model “S” Skidder gives you just that! 
Quickly attached to any truck chassis, utilizing old trucks, 
1 Adaptable to All Truck economically driven by direct friction, the Dorsey Model "S 


handles from 15,000 to 25,000 board feet per day. 


Investigate the Dorsey Truck Driven Skidder TODAY! Give 
2 enpeaied oe ~~ aga yourself the PULL you need . . . where and when you need 
ow eee it! Write for Complete Information or See Your Local Truck 

3 Complete Control of Dealer — TODAY! 
Power and Speed 


4 Only One Operator for 
Truck and Skidder 


§ All Steel Construction 


6 Four Speeds Forward 
and Reverse 


7 Adaptable to Any Size 
Logging Job 


8 Low Initial and‘Oper- 
ating Costs 


9 Performance GUAR- 
ANTEED! 


Chassis 











Lowers Skidding Costs! 
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MODERN DESIGNED TRANSPORTATION * 
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Huge Government-Guaranteed Home Loan 
Plan Raises Interesting Questions 


A good many questions are asked 
about the liberalized rules for gov- 
ernment - guaranteed mortgage 
loans, the emergency program to 
aid veterans in getting their new 
homes financed. 

Congress has approved a total 
insurance of a billion dollars for 
this purpose. And, just to prove 
that Uncle isn’t a piker, the Presi- 
dent has authority to increase this 
sum by still another billion. That’s 
quite a piece of money, even in 
Washington. 

Those who claim to see into the 
future are predicting that this year 
and next there may be half a mil- 
lion housing units built with mort- 
gage money insured under these 
provisions. That’s a_ guess, for 
there are a good many uncertain- 
ties, big and little. 


BENEFIT VETERANS 


Non-veterans may qualify 
in certain hardship cases 


This project is supposed to be 
largely, though not wholly, for the 
benefit of veterans. In certain hard- 
ship cases non-veterans can qual- 
ify. The project is for new houses. 
Veterans can get FHA help in fi- 
nancing the purchase of houses al- 
ready built; but this is under a 
different set of rules that are not 
quite so liberal. The insured loans 
for new houses, under these lib- 
eralized rules, carry four percent 
interest, with an added half of one 
percent to pay for insuring the 
mortgage. The loans must be paid 
‘vithin 25 years. 

These insured loans can be is- 
sued for 90 percent of the present 
costs, including the land. Note that 
in addition to this deal the veteran 


can get a loan under the GI Bill — 


f Rights, which means that it’s 
ossible, at least in theory, for a 
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veteran to finance his house with- 
out putting down any of his own 
money. Presumably he’s not en- 
couraged to do it this way, if he 
has financial resources of his own. 
The FHA does. considerable in- 
vestigating, not only to make sure 
that its building standards are being 
complied with, but also to estimate 
the probable ability of the borrower 
to meet his payments. 

Note that the FHA can insure 
loans up to 90 percent of “present 
costs.”” There are a couple of things 
to be kept in mind. 

Present costs do not mean black- 
market prices. In computing the 
loan data, materials are figured at 
legal ceilings. And if the harassed 
veteran buys all his materials at 
lawful prices and, to speed de- 
liveries, buys the vendor’s yellow 
dog for a couple of hundred dol- 
lars, he can’t get the dog mort- 
gaged and underwritten as part of 
the cost of the house. 


POLICY CHANGE 


"Present costs" phrase is 
newest in FHA terminology 


The second thing to note is that 
the phrase “present costs” is a 
drastic change in FHA policy and 
practice. Until recently, the agency 
took a Scotch view of what a house 
was worth for mortgage purposes. 
Appraisers made long-range esti- 
mates of the probable future mar- 
ket value of the building, which is 
another way of saying they tried to 
guess the future market trends. If, 
in the opinion of the appraisers, 
current building costs were exces- 
sive, they paid little attention to 
those figures and instead of follow- 
ing them recommended a loan based 
upon probable future values when 
the market had been shaken down. 

Compared with prewar scales, 
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current construction costs are high. 
Nobody knows how long they’ll stay 
at these levels. Borrowing from the 
old song, “It may be for years, and 
it may be forever.” But the costs 
are what they are and the would-be 
owner has to sign up at those fig- 
ures. 

If he builds a house that in the 
appraiser’s opinion is worth about 
$5,000 on a long-range average, but 
that actually sets the builder-owner 
back $8,000, you’ve got a nice prob- 
lem in the meaning of that 90-per- 
cent stuff. If the owner is offered 
a guaranteed plaster of $4,500 and 
is told that it really is a 90-percent 
loan, he isn’t likely to be impressed. 
From where he sits, a 90-percent 
loan would look like $7,200. 

Neither is he impressed by the 
conservative argument that a loan 
in excess of probable resale values, _ 
five or ten years hence, is an in- 
vitation to default. Nor is he ex- 
cessively moved by the fact that, at 
best, the nominal owner will have 
little if any margin of real equity 
in the house at any time; even if 
he stays by and pays out. 

So what? inquires the candidate. 
He has to have a place to live, 
doesn’t he? He’s signing up at the 
inflated values, isn’t he? And if 
Uncle Sam is going to guarantee a 
loan of 90 percent, then let it BE 
90 percent. The owner isn’t de- 
termining either the market level 
or the percentage of the loan. 

Well, the would-be owner—in 
this case the veteran—seems to 
have won the argument. The 90 
percent is figured on current costs. 


CONSTRUCTION COSTS UP 


But housing administrator 
allowed guaranty step up 


Furthermore, the government is 
recognizing the fact that, despite 
all efforts to apply the brakes, con- 
struction costs are higher than they 
were before the war. Here’s. the 
way this fact is being recognized: 
remember all the talk about the 
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$6,000 house for the veteran? Well, 
the FHA still begins the loan con- 
versation with John Q. Veteran on 
the basis of a guaranteed mortgage 
of $5,400. But the Federal Housing 
Administrator, in his wisdom as 
applied to individual cases, can in- 
crease this guaranty to $8,100 
which, of course, is 90 percent of 
$9,000. He can do this if in his 
opinion the extra amount is needed 


to assure sound standards of con- 
struction. 

The administrator can lift the 
top limits of a two-family house to 
$12,500; of a three-family house to 
$15,750; of a four-family house to 
$18,000; and he can raise the apart- 
ment limit per room, for mortgage- 
insurance purposes, to $1,800. 


DOLLAR LIMIT RAISED 
But this leaves basic 
problems to be solved 
Clearly enough, raising the dollar 
limits of insurable loans isn’t going 
to solve all the problems or even 
many of them. It doesn’t produce 
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needed extra materials. And neither 
does lending generosity on the part 
of Uncle Sam give the mass of vet- 
erans the earning power to carry 
these debts. 

If building costs have gone up by 
50 percent—and the fact that the 
$6,000 limit on veterans’ houses has 
ballooned to $9,000 indicates that 
in some areas this percentage in- 
crease is already with us—it’s easy 
to guess that the number of poten- 
tial customers among service men 
is going down. 


PR 33 AMENDED 
Direction | intended to 
clarify first amendment 

Direction 1 to PR 33 has been 
amended twice this month, the sec- 
ond time chiefly to clear up a little 
inadvertent obscurity in the lan- 
guage of the previous amendment. 

The first amendment, issued June 
6, incorporated in the order some 
changes recommended by the in- 
dustry advisory committee. You're 
probably familiar with the Direc- 
tion as it now stands, but for the 
record, and as background for a 
few comments, suppose we restate 
several of the points. 

The order now applies to ALL 
sawmills, including concentration 
yards. Incidentally, the advisory 
committee did not recommend this 
change; but it was made, and the 
terms of Direction 1 now apply to 
all sawmills, large and small. 

Each sawmill must set aside 50 
percent of its monthly production 
of softwood lumber, in the form of 
housing construction lumber, for 
delivery on certified rated orders. 
The 100-percent reserve in hard- 
wood lumber remains unchanged. 
When a sawmill operator has ac- 
cepted certified or rated orders for 
housing construction lumber or 
hardwood flooring lumber to the 
extent of his reserve, he must not 
accept additional certified or rated 
orders (except AAA) for the items 
named above, produced in_ that 
month. Fifty percent of a saw- 
mills’ output of softwood lumber 
can move on uncertified and un- 
rated orders. 

Note especially that a distributor 
has now only two choices for plac- 
ing certified orders for housing 
construction lumber. He may order 
two cars per quarter; or he may 
order seven percent of his January 
1, 1942, inventory each month. One 
or the other, whichever is larger. 
A distributor may not use MM, CC, 
or HH rated orders to get housing 
construction lumber from a_sup- 
plier to fill a rated order and he 
may not use these ratings to re- 
place in inventory housing con- 
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struction lumber taken from _ in- 
ventory to fill an order bearing one 
of these ratings. He may buy, each 
month, seven percent of his basic 
1942 inventory; or he may buy, 
each quarter, two carloads. This is 
housing construction lumber. 

The distributor must reserve 75 
percent of the lumber received in 
any month for delivery on certified 
and rated orders. It need be held 
only during the remainder of the 
month in which it is received; an 
average, usually, of 15 days. If it 
comes the first week, it must be 
held nearly a month; if the last 
week, only a few days. 

Housing contractors can no 
longer certify orders. They buy 
only through the extension of an 
HH rating. 


PRECEDENCE OUTLINED 


Protests come mainly from 
large distribution yards 


Following is the order of prece- 
dence of rated and certified orders, 
beginning with the top or most 
potent gimmick. At the sawmill: 


AAA, MM, Certified, CC and HH. 
This means that a _ distribution 
yard’s certified order, for its per- 
mitted 7 percent per month pur- 
chase, takes precedence over a hous- 
ing contractor’s HH rated order. 
At a supplier other than a sawmill: 
AAA, MM, CC, HH, Certified. 
Much of the protest from dis- 
tribution yards is about the stop- 
ping of the practice of extending 
ratings to get lumber with which 
to fill a rated order or to replace 
in inventory the lumber withdrawn 
to fill such an order. These protests 
came largely, so this page is told, 
from large metropolitan centers. 


CPA BEARING DOWN 


Housing contractors must 
rely on distribution yards 


It looks as though the CPA, in 
its effort to effect a more even dis- 
tribution of lumber, is’ bearing 
down hard on the HH rating. In 
any event housing contractors will 
have less chance to buy directly 
from mills and will turn to dis- 
tribution yards to get their orders 
filled out of the 75-percent reserve 
of these yards. An HH rating, at 
the distribution yard level, takes 
precedence over the prefabricator’s 
certificate. But at the sawmill level 











HUTHER BROS. 


the contractor’s HH rating is junior 
to the distribution yard’s certifi- 
cate. : 

Apparently there is an effori to 
make it possible for all distribution 
yards to get some lumber. Is this 
a bureaucratic interference with the 
normal flow of business? Whethier 
or not you think so MAY depend 
upon the character of your trade, 


AMENDED DIRECTION 1 
CPA is explaining status 
of all purchasing orders 


Also in passing, in regard to 
Amended Direction 1, the CPA at 
this writing is in process of ex- 
plaining in detail the status of all 
purchasing orders. 

Orders placed before the amend- 
ments were issued must be adjusted 
to the new terms of the Direction. 
Orders placed for shipment in any 
month prior to June can’t be ecar- 
ried over. They are de facto can- 
celled. Orders placed for June ship- 
ment should be adjusted to the new 
formula. That is, if they amount 
either to less or to more than the 
seven percent of the basic inven- 
tory, they should be fixed up at 
once. Orders based upon HH rat- 
ings are no good if they exceed that 
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PATENT INSERTED TOOTH GROOVER 
Firthite Tipped Inserts 


seven percent. 
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FIRTHITE TIPPED SAW 
Inserted Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. 
Co. are made to stand hard service and are, there- 
fore, long-lived Saws insuring long-run economy to the 
user. These saws are used for cutting hard Masonite, 


Write for Huther Bros. Catalog No. 60 


HUTHER BROS. SAW MFG. CO., Rochester, New York 





Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 
Huther Bros. have long taken special pride in the 
quality of their manufacture, and the service and 
satisfaction all Huther Bros. saws give the customer. 





FIRTHITE TIPPED SAW 
Solid Type, for Wood 
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‘The White River Plant from the Air 


Great as is the White River 
plant, demand for White River 
Douglas Fir and West Coast 
Hemlock is greater. Although 
we've been striving hard to 
make progress, improvement in 
White River service must still 
await more normal conditions. 
In the meantime, White River 
quality is being maintained as 


always. 


eee Since 1896.... 








WHITE RIVER LUMBER CoO., Enumclaw, Wash. 























eto you as your Tele Phoy. 
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WAN HEED 


KD furniture dimension stock worked to 
pattern and cut to length, We have a 
large and growing demand for this mate- 
rial and can handle large quantities of it. 
Write or wire us what you have to offer 


77 Phone 8115 


@ WINSTON-SALEM 


NORTH CAROLINA 











w MAN 





We specialize particularly in special worked furniture and industrial 
cut stock, cut-to-length cleats and crating and in plywood. 


Also, we handle a large amount of commission business in regular 
items in Southern Pine, Western Pine, Spruce and Douglas Fir, including 
Douglas Fir Plywood. 


We need additional connections with Pecan Floor- 
ing producers. Can use several cars immediately. 


Mills that are looking ahead and are interested in effective, permanent 
representation in our territory should contact us at once. 


TO OUR CUSTOMERS 


We are —— grateful to the 
many customers who have availed 
themselves of our service. We want 
each and every one to know that 
his business has been personally 
appreciated. We have been do 
our utmost to meet the needs of 
customers insofar as po 
will continue to do so. However. 
the volume of orders now 
offered us is such that we must 
solicit a little breathing spell—and 
your forbearance. For the time 
being we are unable to add any 
new business— until we can 
broaden our sources of supply — 
when we shall hope to serve you. 


cL N. BAGNAL 


am -10) Gy s-LoTo) 


WINSTON-SALEM I, 
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SLEEPING 


W-3X 9-6 
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SLEEPING 
N-3X 17-6 











Complete working blueprints and_ specifica- 
tions of any house design published in this 
magazine are now available at $5 per set. 
Two sets of plans for the same house are $8, 
three sets $10, four sets $12 when ordered 
at the same time. ' All the blueprints are in 
a@ convenient 12x18 inch size and meet all 
FHA requirements. Please order plans by 
number, enclosing payment and address to 
~ American Lumberman, 139 North Clark street, 
Chicago 2, Ill. 
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Sleuse Plan 
No. 716 
16,350 Cubic Feet 
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Sell BILCO 


BULKHEAD DOORS 


Permanent, Fireproor 


CELLAR EXIT AND ENTRANCE 


Copper Steel Doors that 
give a lifetime of satis- 
faction. Will not knock 
or blow shut. Attrac- 
tive, neat and strong. 








Made in three standard 
sizes. Also in special sizes. 
Easily and quickly installed. 
Bolt securely. Always op- 
erate smoothly. Fireproof. 








COMPLETE 
Bulkhead Doors 
Packaged for 
Shipment 





163 Hallock Ave., 


BILCO MFG. CO., New Haven, Conn. 


Write for Folder 
Sidewalk Doors °® Steel Roof Scuttles 


DEALERS 
WANTED 





wt LOSE A GOOD FRIEND 


| CABOT’S 
BRUSH CLEANER 


WILL MAKE THAT 
OLD BRUSH 


po 





aSGOODAS _ 
EW/ 


Cabot’s Brush Cleaner 
makes old brushes like 
new. Smacks out hardened 
paint right down to the 
heel. Harmless to setting and bristles. Just soak caked-up 
old brushes in Cabot’s Brush Cleaner; then rinse in 
water. Bristles will come out soft and lustrous. No trace 
of old paint left. Ready to use and very economical. 
Can be used over and over again. Doesn’t evaporate. Is 
non-caustic and non-inflammable. 





ae . ze 
pefore i 


Send for sample and dealer information . Ss 
Cabot, Inc., 1522 Oliver Bldg. Boston 9, Man) 








Cabot’s BRUSH CLEANER 
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EQUIPMENT 
“The quick-selling, quality line’ 


CAMP COOKING 



















These items are very much in de- 
mand now — by campers, picnick- 
ers, sportsmen, and others who 
cook outdoors. They’re sturdily 
built, of the finest materials, 
and fully guaranteed. Priced 
to give dealer a substantial 
margin of profit. 
BARBECUE FORK 


Handy when roasting meats wien- 
ers, potatoes, marshmallows, etc. 
Made of good grade 5/32” 


‘bs 

steel rod, heavily nickel plated. 

Has wood handle. 

No. 114—Length overall 26”. 

Packed 12 to box — gro. Retail ................ $ .35 

to carton (carton weight YOUR COST 

48 Ibs.). $2.52 dozen 
OUTDOOR BROILERS 

Makes outdoor cooking a pleasure — takes only 10 seconds to 


set up. Just stick the legs in the ground, build a fire under it, 
and you‘re ready to start cooking. Sturdily built of No. 10 


=a bright basic wire, with 


spot welded cross rods 





] 






and leg braces. Made in 

2 sizes — each packed 

24 to carton. 

No. 109— 15x12” grid, 
18” legs (carton wot. 











25 Ibs.) Retail $1.25 

Your Cost: $8.50 doz. 

No. 110 -—— 15” x 24” grid, 18” legs (carton weight 40 Ibs.) 
Retail $1.50 Wer TN oh cickbc $10.80 doz. 





Stainless Steel FRYING PAN 


Light weight — durable — made from a heavy gauge 
stainless steel army mess kit with pressed stainless 
steel handle, spot welded. Pan has flat bot- 
tom, won't tip. Capacity 634" x 81%" — 
handle 62" long. 
No. 112 — Packed 12 to box — gross to 
carton (carton weight 75 Ibs.) 
Retail $1.00. 
Veer Geet .....26....5 $4.80 doz. 


Ih 
|| 


LU 





Steak and Wiener Broilers 


For home,-restaurant and camp use — 

practical and durable. Frame and han- 

dles of No. 7 gauge bright basic wire, 

with 10 gauge cross rods solidly spot 

welded. Sliding lock clasp on handles. 

Made in 4 sizes — each packed 24 to 

carton. ; 

No. 107 — Grille, 12” x 15’— Hie 

handle, 13’ (ertn. wat. 54 Ibs.) 

Retail $1.50. | 

Vour Cost .............. $10.80 doz. 

. No. 106 — Grille, 12’ x 12" — 
| handle, 25" (ertn. wat. 60 Ibs.) 
l Retail $1.50 

Feuer Gee ocscsscesc. $10.80 doz. = 

No. 108 — Grille, 9’ x 9° — handle, 

15” (carton weight 40 Ibs.) 

Retail $1.00. Your Cost: $8.00 doz. ALL 



















































































No. 113 — Grille, 6’’ x 6’’ — handle, PRICES 
WE SHIP 25” (carton weight 30 Ibs.) F.O.B. 
IMMEDIATELY Retail $.75. Your Cost: $5.40 doz. CHICAGO 
a & . ) s 
e P A 
O 1 Ave eleolomm: 
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Booth- Kelly 
Facilities are 
Modern 


From the felling of the tree to the 
shipping platform, Booth-Kelly is 
organized for efficient, quality 
production. 


The Booth-Kelly product has long 
been known for the excellence of 
its manufacture, the reliability of 
its drying, the accuracy of its 
grades, the dependability of its 
values. While a heavy order file 
prevents us from asking you to 
try Booth-Kelly lumber, we hope 
the time is coming when a larger 
supply may enable us to be of 
service to you. 


RRR 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


Bootlitell 
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Whats Neur £ 


RUE 5 


Lumite Mailing Piece 

A new mailing piece showing 
actual application of Lumite plas- 
tic screen in a cut-out of a minia- 
ture house is now being distributed. 
One side of a colored envelope de- 
picts the front of a modern home, 
with the screen showing through 
the cut-out doors and windows. 
From an opening at one end, the 
screen can be withdrawn for closer 
examination as a sample of the 
material. The other side, also 





printed in colors, lists advantages 
of Lumite insect screen in homes. 
It is said Lumite will not rust, it 
resists corrosion from salt spray, 
acid fumes, smoke, extreme tem- 
peratures, and it is rust-proof. For 
further information write Lumite 
division, Chicopee Manufacturing 
company, 47 Worth street, New 
York 13. 


Interior Plywood Uses 

To aid dealers and home-builders 
in obtaining attractive and inter- 
esting wall and ceiling treatments 
with plywood, a new _ brochure, 
Weldwood Plywood for Interior In- 
siallation, has just been issued. It 
gives clear, complete descriptions 
and illustrations of field installa- 
tions including details ranging 
from the primary planning of the 
job to the final finishing of the 
plywood. There are instructions for 
erecting plywood walls and ceilings 
in new constructions, or over exist- 
ing masonry or plaster; treatments 
of joints, corners, base and ceiling 
trim; fitting plywood around win- 
dcws and doors and arranging the 


SALES AIDS + UTERATOR? 


paneling to bring about various ef- 
fects. Photographs of actual ply- 
wood installations accompany tiie 
suggestions. The booklet may be 
obtained without charge from Unit- 
ed States Plywood corporation, 55 
W. 44th street, New York 18. 


Plans for Farm Homes 

Filled with house plans which 
are suited to the needs and condi- 
tions of the farm family, a new 
farm home booklet has just been 
published. The booklet is designed 
to offer plans and_= suggestions 
which will assist farm families in 
obtaining homes that will give the 
greatest amount of comfort and 
satisfaction. Some of the plans will 
be found useful in the construction 
of low-cost houses for tenants or 
for temporary use, while others are 
designed for the growing family. 
In addition to the actual plans, 
there is an introduction listing some 
of the items which should be con- 
sidered before construction of the 
home is started. To receive this 
booklet write Extension service, 
Clemson Agricultural college, Clem- 
son, South Carolina. 


Radiant Heating Booklet 

Radiant heating is the subject 
of a new booklet covering the use 
of copper tube in radiant heating 
systems. Non-technical in nature, 
this booklet discusses the history 
and development of radiant heating 
and enumerates some of the ad- 
vantages claimed for this system in 
modern construction. It is designed 
to give a comprehensive survey of 
the ever-growing employment of 
radiant heating in this country. 
For a copy of the book write Cop- 
per & Brass Research association. 
420 Lexington avenue, New York 
17. 


DDT Plastic Film 


A recently developed liquid called 
Syntox deposits DDT as a plastic 
film. When sprayed on _ screens, 
window frames, walls and doors, 
it is said to last at least four 
months. The insecticide remains 
effective because it does not dry 
out, powder or blow away. The 
plastic film is only one thousandth 
of an inch thick. It cannot be seen 
because it has the same refractive 
index as air, yet it affords protec- 
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Milling-in-Transit -- Custom Kiln-Drying 


Quality Work Guaranteed Planing Mill Capacity 

Lumber to move in transit to Park Falls, Wisconsin for kiln drying, 3,000,000 Ft. per month 

dressing or running to pattern. All arrangements to be made WITH 
_ CHICAGO OFFICE ONLY. 


Address All Inquiries to Dept. “A” Chicago Office 


EDWARD HINES LUMBER CO. 


Dept. A”, 77 W. Washington St., CHICAGO 2, ILL. rrankie’sss0 


CUSTOM MILLWORKING FACILITIES ALSO AVAILABLE AT CHICAGO 











Dry Kiln Capacity 
600,000 Ft. per month 



































SMALL, COMPACT 


Three Advantages of Immediate SAW MILL 


TREATED LUMBER ne WASHINGTON COURT HOUSE 


31 Miles from 


Treated lumber has three important ad- e COLUMBUS. OHIO 
vantages: (1) Life of treated lumber is , 
increased as much as three-fold, (2) This MACHINERY Suitable for hardwood and 
increases profits for the builder, and (3) & REAL ESTATE veneers. Boiling and steaming 
It stretches (conserves) our forest re- OFFERED AS wn Sdn sin ental 
sources. Through our facilities we treat ONE UNIT qvellebile. RR adding. 
millions of feet of lumber a year against cise: ilk dliiase iiaiiaal 

termites, fungi, marine borers, insects List Preupente 24 hours before oule. 


and decay. Maximum protection is as- 


sured by modern pressure methods pro- 

viding highest penetration of preserva- A ’ , Oo N 

tive into wood cells. ‘ 
2 P.M. 

TUES., AUG. 20 onpremises 


SEND FOR BOOKLET 





EXECUTIVE OFFICES @ 461 MARKET ST. ® SAN FRANCISCO 5 


CHRYSLER BLDG. 


a Of od ee) 1 8 a) | oe , —— 
LUMBER DIVISION \ * 


- INC LExington 2-5000 








Stephen A. McDonald, Auttioneer 


7 *< me . 
: ; ~ = 


| IDAHO WHITE PINE 
Quality Lumber PONDEROSA PINE 


: for 58 Years ... | CALIFORNIA SUGAR PINE 
a : WESTERN WHITE SPRUCE 


WINTON LUMBER SALES CO. foshay Jower.MINNEAPOLIS 2, MINN. 


N f 
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tion for metal screens and other 
surfaces. Marketed as concentrate, 
Syntox mixes with an equal part of 
water. Further information can be 
obtained from Synthex Products 
company, 2 West 45th street, New 
York. 


Specialized Distribution 


A new booklet discussing its spe- 
cialized distribution methods has 
been published by the Biddle Pur- 
chasing company. Essentially a 
business-building organization, the 
company offers to manufacturers a 
ready-made channel of distribution, 
and to distributors help in buying 
and a day-to-day picture of op- 
portunities in the purchase and 
distribution of merchandise. 
Through watching the flow of or- 
ders, the company is able to detect 


changes in markets, volume, trends 
and styles. To receive this booklet 
write Biddle Purchasing company, 
280 Broadway, New York 8. 


Spiral Cut Blade 

A simple principle of cutting 
spiral running teeth the full length 
of the blade body has been em- 
ployed in producing new Allways 
saw blades for hand coping saws 
or power operated jig saws. It 


e \ 
tb Yh 
f ‘ cr 
eS fe aN rnin aha 
as es 
New Athways Satety Gow Mate . 


cuts in any direction without re- 
quiring the operator to turn his 
saw frame or his work to change 
the direction of cut. Made from 
oil tempered spring steel it is de- 
signed to cut all woods, light metals 
and plastics. Packaged three, six 


& 











and twelve blades to a display card, 
it will fit all standard coping saw 
frames. For further information 
write Tyler Manufacturing com- 
pany, 938 Pico boulevard, Santa 
Monica, Calif. 


Waterless Electric Radiator 


The Co-Z-Air line of electric ra- 
diators using no water or other 
liquids has been announced. It is 
claimed these radiators employ an 
entirely new principle of dual heat- 
ing, giving off both radiated and 
convected heat, the ratio propor- 
tioned to the rate of evaporation of 
moisture from the body. They are 
available in five and eight section 
models, 115 volts, plug-in type and 
a twelve section model at 220 volts, 
wired-in-type. The finishes are 
silver gray and tan gold. They can 
be used in any room where per- 
manent heating facilities are not 
available or where extra heat is 
required on chilly days. For fur- 





THE BEST OF THE FOREST 


phone us today. You’ve got our number! CHESAPEAKE 2786, 


Your requirements are our problems. If you do not receive 


“Lock, Stock and Barrel”—our weekly inventory—write or 





George P. Franklin -- Traveling Buyer - 


CHICAGO 16, ILL. 


“LUMBER FOR EVERY PURPOSE” 


@ We can serve you in finance, storage, sales 
and distribution of your product in this market 


WM. C. SCHREIBER LUMBER CO. 


WAREHOUSE: 2271 LUMBER ST., 


Box 1295, Huntington, West Virginia 








Importers of 





TROPICAL WOODS 


(Balsa — Rosewood — Others) 


Chicago Office: Rupert N. Hoye, 2323 South 
Michigan Avenue, Chicago 16. 





struction, Etc. 





BOOKS THAT WILL INCREASE YOUR PROFITS 
AMERICAN LUMBERMAN can fill your needs for practically, 
any book on any subject pertaining to Mill Work—Calculat- 
ing footage & prices—Wood Identification—Estimating—Con- 

WRITE FOR COMPLETE CATALOG 


AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 
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STOP End Checking!!! 


No. 464-A Lumber sealing compound is a specially 
developed “end coating” that produces amazing 
results. 


Not a “lead and oil” paint but a new product de- 
signed to do a particular job. 


Can be applied with spray gun designed for heavy 
bodied materials or by brush. Color is black. 


Any mill, lumber dealer or manufacturer who stores 
lumber can effect very substantial savings. 


Reports have been received that use of the com- 
pound has resulted in savings amounting to thou- 
sands of dollars worth of lumber previously lost due 
to “end checking.” 


No. 464-A Lumber sealing compound is reasonably 
priced as follows: 


$1.50 PER GALLON IN 55 GALLON NON-RE- 
TURNABLE DRUMS 


$1.60 PER GALLON IN 5 GALLON CONTAINERS 
F.O.B. AKRON, OHIO 


The Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 





For low-cost housing 


PAR-TOX 


wood treatment assures lifetime 


freedom from the ravages of rot ‘ 
or termites. 





For a tight sash seal that prevents 
infiltration of moisture and cold 


air — use 


PARKER'S 
PRIMERLESS 























Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 


PUTTY 








wumemmmes (RA PARKER & SONS CO. 


of service tothe sash OSHKOSH, WISCONSIN 


and door industry. 








AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials 





Hydraulic & Electric Elevating Tables 
Automatic Dry Kiln Car Lumber Stackers 
Semi-Automatic Dry Kiln Car Lumber Stackers 
Elevators for Stacking Dry Kiln Cars by Hand 
Dry Kiln Car Gravity Flow Unloaders 

Electric Lumber Transfers 

Planer Feed Elevators 


Passenger, Freight & Industrial Elevators 
DESIGNERS AND MANUFACTURERS 
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rN OF SPECIAL EQUIPMENT 
i ipridin MANUFACTURING COMPANY INC. 


| ELEVATORS 





2119 Pacific Avenue, Tacoma 2, Washington 












6 








ther details write Henry J. Morton 
associates, 510 Boulevard building, 
Detroit 2, Mich. 


Double-Glazed Window 


Development of a new _ type, 
double-glazed window insulating 
unit known as Twindow for in- 
dustrial, home, business, commer- 
cial and special use has been an- 
nounced. Twindows are _ integral 
insulating units of two or more 
plates of glass enclosing a quarter- 
inch or _ half-inch hermetically 
sealed air space. One of the revolu- 
tionary features of Twindow is use 
of hollow aluminum tubing to sep- 
arate and hold the glass plates in 
position. The entire unit is framed 
with a light-gauge stainless steel 
channel with the channel legs ex- 
tending * of an inch inward on 
the surface of the glass from the 
base around its periphery to give 
maximum protection during instal- 
lation and use. In store fronts 





the unit affords a means for keep- 
ing display windows clear by pre- 
venting frost coating. In homes, 
Twindow units make possible a 
large expanse of window, bringing 
more light into the room, while at 





the same time keeping down heat- 
ing costs through insulation. For 
further information write Pitts- 
burgh Plate Glass company, 632 
Duquesne way, Pittsburgh, Pa. 
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LUMBER and PILING Since 1915 





ALL TYPES -- ALL GRADES 


West Coast Lumber 


Large and Long Timbers -- Fir Piling up to 150 Feet 


Z oo 
AB Western Pines and 
Zt, 


g WG A 


CAR and CARGO -- WHOLESALE ONLY 


le 
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PATRICK LUMBER CO. 


Terminal Sales Building, Portland, Oregon 








NORTH 
HARDWoaN 
SOFT Woops 
CAYUTA BRAND 


HARDWOOD 
FLOORING 


MAHOGANY 
WALNUT 
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Summer 1946 finds us still unable to give our 
many customers Pre i 
reconversion has been delayed due to many 
factors beyond our control. We do ask our 
friends however to keep us in mind and soon 
we hope to be able to render the same effi- 


cient service for which our organization has /, 
J 
4, 


ar Service, since our 


been outstanding for many years. 


YY Wii 








Skil Tools Catalog 

The first catalog to be published 
by Skilsaw since the war is now 
being distributed. An introductory 
section tells how to get the most 
from electric tools with illustrated 
details on the care of motors, gen- 
eral tool care, care of saws, drills 
and sanders. Following this is a 
list of do’s and don’t’s in the care 
and operation of portable electric 
tools and a list of places to check 
if a tool should stop running. The 
remainder of the book is devoted to 
a pictorial listing of the products 
manufactured by Skilsaw. To ob- 
tain this catalog write Skilsaw Inc., 
5033 Elston avenue, Chicago 30, 
Ill. 


New Yale Packaging 


Printed in a deep red and featur- 
ing a picture of the products they 
contain the new packages for Yale 
hardware products will be intro- 
duced next month. With the picture 
as well as the name on the box, the 
item desired can be located in a 
minute. On one side of the pack- 





age is a selling slogan for the con- 
tents, and another side is used to 
promote the sale of a related prod- 
uct. The story of the product is 
printed on a third side. For further 
information about Yale products 
and packages write Yale and Towne 
Manufacturing company, 200 Henry 
street, Stamford, Conn. 


Leveling, Strengthening Floors 


A new Flor-Levl-Post will permit 
home owners to correct maladjust- 
ments due to sagging and misplace- 
ment of parts or natural setting of 
foundations. In designing new 
homes the post will give the neces- 
sary protection in case of possible 
displacement of beams, walls and 
floors. Farm buildings can be 
strengthened where there is sagging 
or distortion due to overweight or 
excess pressures caused by over- 
loading. The precision parts are 
copper plated. There is easy major 
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ROLL-OFF 





LUMBER TRUCK BEDS since isis 


Complete Beds Shipped KD 
EASILY MOUNTED 
Write for Catalog & Prices 


The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 








“The Active Truck Is 











Rainy fake [umber Ca t11 


SALES OFFICE: 2020 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Reiny Lake, Ont. 



































Urania manufacturing 
facilities are complete a 
and modern throughout. | ~ 





Drania 


The Big Modern Mill with the 
Permanent Timber Supply 


Urania lumber has long been recognized for 
quality. Every foot of Urania lumber being pro- 
duced today is of pre-war quality. Urania op- 
erates on a selective cutting, 
basis. With large tracts of Yellow Pine and Hard- 
wood timberlands under careful supervision of a 
trained and experienced forester, Urania is as- 
sured a permanent timber supply. 


The Urania Lumber Co. Ltd. 
Urania, Lovisiana 


Lumber Manufacturers and Tree Farmers 
Members S. P. A.. S. P. I. B.. Southern Hardwood Producers 


sustained yield 








SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 


*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


*Member of the Western Pine Associa- 
tion, Portland, Oregon. 





900 First 











SHEVLN PINE 


Reg. U. S. Pat. Off. 


MINNEAPOLIS, MINNESOTA 
DISTRICT SALES OFFICES: 





DISTRIBUTORS OF 


EXECUTIVE OFFICE 
National Soo Line Building 





SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 














NEW YORK CHICAGO SAN FRANCISCO 
Zs 1604 Graybar Bldg. _ 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bidg. 
Pandecta Pine Woodwork Mohawk 4-9117 Telephone Central 9182 Exbrook 7041 
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OZAN 


is Your 
Forest 


Bank 


We are growing reserves of 
famous OZAN shortleaf pine 
that assure lumber dealers 
ample future supplies of top 


quality forest products. 


On 





LUMBER CO. 
Prescott, Ark. 
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Soft in texture, 
light in weight, 
scientifically kiln 
dried, carefully 
machined and 
manufactured, 
Craig Mountain 
Ponderosa Pine 
has long been a 
favorite building 
lumber. 


While Craig 
Mountain is ex- 
periencing the 
same operating 
difficulties as 
other Pine mills, 
in due time we 
hope again to 
deliver the same 


satisfactory serv- 
ice as in former 
years. 


Member Western 
Pine Association 











CRAIC MOUNTAIN LUMBER Ca 


Winchester,Idaho 
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adjustment with five nesting sec- 
tions; adjustable from one foot to 
814 feet. For illustrated descriptive 


literature write Industrial and 
Home Products Inc., 106 N. Main 
street, Akron 8, Ohio. 








When writing for new literature 
or further details about products 
described here, please mention 
AMERICAN LUMBERMAN as the 
source of your information. 








Insulating for Cold Storage 


As an educational contribution 
to the continued expansion of low 
temperature work, the Eagle-Pi- 
cher company recently introduced 
a new 28-page, illustrated instruc- 
tion manual dealing entirely with 
insulation in the low temperature 
and cold storage fields. This book- 
let is said to contain a complete, 
reliable, factual presentation of the 
use of mineral wool for all types 
ot cold storage and low temperature 
installations. The detailed data and 
application instructions are supple- 
mented by charts and drawings. 
Designed in three sections, the first 
is devoted to characteristics of low 
temperature insulation; the second 
to the importance of vapor barriers 
and application instructions; the 
third a chart showing actual tem- 
peratures and humidities most de- 
sirable for the storage of various 
foods as well as other products, 
for both short and long time stor- 
age. Copies may be obtained from 
the Eagle-Picher company, Dept. 
CSM, American building, Cincin- 
nati 1. 


Modernfold Doors 


Living rooms can be divided into 
study and recreation rooms, kitchen 
and breakfast room separated, and 
bathrooms divided into two units 
through the use of Modernfold 
doors. When one large room or 
open area is desired, the accordion- 
type door is pushed against the 
wall; when privacy or two units 
are wanted, the door is pulled across 
to attach to the opposite wall. 
Other popular uses are in bedrooms 
in place of regular closet doors, 
enabling access to the entire closet, 
and in summer cabins where one 
or two large rooms can be divided 
into several small units. For illus- 
trated literatrv*ee write New Castle 
Products, New Castle, Ind. 





L 





PAUL B. BERRY 
Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 or more cars 4/4 & thicker, but 
mostly 4/4" Pine, Maple, Birch, Beech, 
Poplar, Gum, Willow, Oak, Magnolia. 
etc. Prefer upper grades but can use 
crating, etc., grades also. ED or AD, 





Rough or surfaced. Can use RWA4L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 


LINDSEY ~ zzere. 


Self-Loading 2202” 
Skidders 


are used with 
either team or 
tractor. On 
short hauls, 
snaking, and 
bunching logs, 
they are unex- 
celled. 


LINDSEY 
WAGON CO. 


Sole Manufacturers 
Laurel, - Miss. 





















Gives Siding Jobs Improved 





Protection and Appearance 


On every Asbestos 
Siding job, where ap- 
pearance is essential, 
you can save valuable 
time, simplify fitting 
at corners and along 
window and door 
frames, give added pro- 
tection, by using indi- 
vidual zinc corner strips. . . . Made of 
oxidized zinc... will not stain. Lengths 
suitable for any Asbestos Siding Shingle. 
For complete details write 


BUGHER MANUFACTURING CO. 


211 S. Main Street 





Kokomo, Ind. 


Here is a brand of flooring you can 
build business on. For satisfied cus- 
tomers, stock and sell “Diamond 
Hard” Maple and Birch flooring. 


J.W. WELLS 


LUMBER COMPANY 


MANUFACTWRERS 


MENOMINEE, MICHIGAN | 
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Production Improving But Expected 
To Fall Short of CPA Goal for 1946 

Lumber production, stimulated by more favorable 
price ceilings, is gradually improving. However, de- 
mand far exceeds current production. 

The report of the Lumber Survey Committee indi- 
cates that production will probably meet the 1946 
demand for veterans’ housing—eight billion board 
feet-but it is difficult to predict how closely other 
demands will be met. 

At this writing, the committee believes, it seems 
likely the CPA goal of 32 billion feet will fall short by 
about 10 percent. 

Operators continued to blame inadequate price ceil- 
ings for failure to reach maximum capacity, claiming 
that these increases are hardly more than sufficient 
to prevent a decline in current production. 


PRODUCTION GAINING 


Lumber production for the first quarter was 6,006,- 
000,000 board feet. Production for the second quarter 
is expected to total almost eight billion feet, approxi- 
mately the same as production for the second quarter 
of 1945. 

Consumption was approximately 14 percent higher 
than production for the first quarter, as compared with 
12 percent higher in the first quarter of 1945, accord- 
ing to reports of the National Lumber Manufacturers 
association. 

Other factors, aside from increased ceilings, favor- 
ing increased production have been the settlement of 
work stoppages, except in the redwood region, and 
the increasing employment of war workers and vet- 
erans to alleviate the labor shortage. 

Distribution problems are becoming more difficult 
as production picks up, the Lumber Survey Committee 
reports. Inventories are badly depleted, especially at 
points some distance from lumber producing areas. 

National lumber consumption during the first quar- 
ter of 1946 was 6,855,000,000 feet, 109 percent of the 
previous quarter and 87 percent of the first quarter 
of 1945. The anticipated consumption for the second 
quarter of 1946 is 7,828 million feet, 9 percent below 
the second quarter of 1945. 

The Lumber Survey Committee, which issued its 
60th quarterly report of lumber movement, consump- 
tion and stocks comprises Thomas §S. Holden, presi- 
dent, F. W. Dodge Corp., New York; J. Philip Boyd, 
J. Philip Boyd & Co., Chicago; M. W. Stark, Colum- 
bus, Ohio; Calvin Fentress, chairman, Baker-Fentress 
& Co., Chicago, and Wilson Compton, president, Wash- 
ington State College. J. L. Muller, acting chief, For- 
est Products Division, Department of Commerce, is 
secretary of the committee. 

BOTTLENECK IN LOGS 

On the West coast the bottleneck continued to be 
log supply, which is very short and may worsen with 
logging camp shutdowns caused by precautionary for- 
est fire control requirements. 

The West Coast Lumbermen’s association reported 
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Most Efficient, 
under Trusses! 


Reduce handling and storage cost. Give your industrial trucks 
room for 100% operating efficiency. Build wide, clear lumber 
sheds—-totally free of post. 

And keep cost low. Support the roof with modern American- 
bowstring roof trusses. Economical. Efficient. Used by lumber- 
men for 25 years. 


Write for Facts! 











6846 Stony Island Ave., Chicago 49, Ill. Plaza 1772 


EMSS re +-2 








THE KIND OF PLANER 
YOU HAVE LONG WANTED! 


Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formeriy obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 
larger machiner. Write for details. 


MACHINE 
238 Eighth S¢. 


WORKS 
Holland, Mich. 
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Here's A Market Just Begging To Be Sold 








eats ool wTo STORM WINDOWS 


Cash-ln With the 
line That Sells on Sight! 


WEATHER £5 V VANE - 


ann pout | 


COMBINATION WINDOWS & DOORS 





Big Sales . . . Big Profits . . . when you 
sell Weather- Vane’ s year-round, all-weather 
Storm Sash-Screen Combination windows. 
Your sale is made when customers see 
Weather-Vane’s fine copper screen- 
ing, handsome weather-treated 
California redwood, and change- 
oble-from inside feature. 


IMMEDIATE DELIVERY 


Huge stocks of materials mean 
quick filling of Weather-Vane 
orders. No waiting. No delays. 


















Address Reply: 2100 Penobscot Bldg 
< an 7™ Mich. 





———" HOLLAND ys MICHIGAN | 


fp 
Fi) 








Sitka Spruce Lumber 
and 


Box Shook 


POLSON 
Lumber & Shingle Mills 


Division of 
Polson Logging Company 
Hoquiam, Washington 
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LUMBER MARKET 





the industry’s unfilled order file stood at 601,289,00') 
board feet at the end of May; gross stocks were 368,- 
127,000. Lumber orders for May amounted to 11!) 
million board feet per week, the lowest in several! 
months. The decrease was attributed to pendiny 
changes in OPA price regulations, threat of labo: 
trouble and issuance of new price regulations. 

Unshipped lumber orders on the West coast decline 
slowly, but were double the number normally on file. 
Failure to guarantee shipments on a definite date dic 
not slow demand. The same intense demand existed 
throughout the industry. 


Current Statistics on 
Output and Distribution 


Lumber shipments of 418 mills reporting to the 
National Lumber Trade Barometer were 7.6 percent 
below production for the week ending June 8, 1946. 
In the same week new orders of these mills were 
17.4 percent below production. Unfilled order files of 
the reporting mills amounted to 84 percent of stocks. 
For reporting softwood mills, unfilled orders are 
equivalent to 29 days’ production at the current rate, 
and gross stocks are equivalent to 34 days’ production. 
For the year-to-date, shipments of reporting identical 
mills exceeded production by 6.3 percent; orders by 
4.9 percent. Compared with the average correspond- 
ing week of 1935-1939, production of reporting mills 
was 4.7 percent above; shipments were .5 percent 
above; orders were 4.5 percent below. 


Western Pine 

Ninety-two mills reporting to the Western Pine as- 
sociation for the week ending June 8, 1946 cut 67,- 
801,000 feet. The same week a year ago the cut was 
66,551,000 feet. Shipments were 58,527,000 feet or 
13.7 percent below production. Unfilled orders on hand 
June 8 totaled 240,234,000 feet and gross stocks stood 
at 531,210,000 feet. 


Southern Pine 


Production of Southern pine by the 120 mills re- 
porting to the Southern Pine association for the week 
ending June 8, 1946 totaled 16,903,000 feet. This was 
9.64 percent below the three-year average for the 
same mills. Shipments for the week ending June 8 
totaled 16,715,000 feet or 1.11 percent below produc- 
tion for the week. Orders placed during the week to- 
taled 20,142,000 feet or 19.16 above production for 
the week. 


| In the Market Centers 


TACOMA—Log supplies still scarce. Mills which 
do not have their own log supply sources have a hard 
time keeping ahead. OPA price increase on Douglas 
fir not expected to be felt in increased yard supplies 
for another two months. Heavy rains reduced forest 
fire hazards. 

MEMPHIS—Retailers able to purchase sizeable 
quantities of lower grades of hardwoods which they 
are working into specifications for home construction. 
Production spurt caused by new OPA ceilings tapered 
off. Output now approximately 60 percent of normal. 
This area anticipating new higher ceilings, also in- 
creased freight rates. Oak flooring production about 
25 percent of normal. 
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Appointments and Promotions 

WILLIAM T. K. MAy, director of 
technical service, West Coast Lum- 
berman’s association, Portland, has 
been enrolled as an associate mem- 
ber of the American Society of 
Civil Engineers. 


LIEUT. CoL. A. E. FERGUSON re- 
sumed on June 1 his duties as west- 
ern sales manager of the American 
Lumber and Treating company with 
offices in Los Angeles. He helped 
to train one of the first U. S. rocket 
battalions and with the fall of 
Japan was assigned to the War 
Crimes commission at Manila prior 
to being placed on inactive duty. 


ROBERT FAEGRE has been ap- 
pointed assistant sales manager of 
Insulite, a division of Minnesota 
and Ontario Paper company, with 
offices in Minneapolis. Mr. Faegre 
recently returned from four years 
service with the navy. 


Eric M. HEXBERG, recently re- 
turned from four years with the 
armed forces, has been named pur- 
chasing agent for Anglo California 
Lumber company, Los Angeles, and 


" Ohio. 
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Save space — time 
— costs — release 
men for productive 
work — handle lum- 
ber with conveyors. 


Write for special 
bulletin, AL-66, de- 
scribing Standard 
Conveyors designed 
to speed and cut 
the cost of han- 
dling in lumber and 
building supply 
yards. 





STANDARD CONVEYOR COMPANY 
General Offices: 
No. St. Paul, Minnesota 





AMERICAN LUMBERMAN, June 22, 





TdF NEWS 


in addition is resuming his former 
position of sales manager. 


H. W. HILL, former assistant to 
manager builders’ hardware sales, 
has joined the faculty of the Build- 
ers’ Hardware school, conducted by 
the Yale and Towne Manufacturing 
company, Stamford, Conn., as re- 
cently announced by Meade John- 
son. He is replacing W. W. Elliott 
who has left the company. 


ROBERT A. HUFF has been ap- 
pointed advertising manager of 
Marsh Wall Products Inc., Dover, 
He returned to Marsh after 
almost three years’ service in the 
Navy. 


Three Trade Association 
Executives to be Honored 

Awards for the most outstand- 
ing, successful achievements in 
group welfare accomplished dur- 
ing the preceding year will be pre- 
sented to three trade association 
executives at the National Insti- 
tute for Commercial and Trade 
Organization Executives, North- 
western university, Evanston, IIl., 
August 11-17. 

The achievement on which the 
submittal is based may be in the 
field of public relations, research 
activities, standardization pro- 
grams or any other activity which 
the contestant may select which 
has for its purpose group progress 
and betterment. 

Any executive or staff member 
connected with or active in the work 
of a national, regional, state or lo- 
cal trade association is eligible. 
The submittal may be in the form 
of a letter or manuscript, with 
copies of illustrative materials, if 
any. Six complete copies of the 
submittal should be forwarded not 
later than July 15 to Harris 
Mitchell, president, National Insti- 
tute Alumni association, 3303 
Monument avenue, Richmond 21, 
Va. 


Gaines Company Sponsors 
Lumber Inspection Class 

Harry D. Gaines, president, 
Gaines Hardwood Lumber company, 
St. Louis, recently sponsored a lum- 
ber inspection school. There were 
68 students enrolled for the 2% 
hour evening classes held on June 


1946 





Cuapman & Dewey 
LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 











\DEPENDABLEEO LOR) 
ANDISERVCG 


AOS VANEAIRY TC: TOR HESROUCT 
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Fly Screen Cloth 


"KEYSTONE BRAND” 


BLACK 
GALVANIZED 
BRONZE 
COPPER 
ALUMINUM 


Phone 631 
THE 


Seneca Wire & Mfg Co. 


FOSTORIA, OHIO 
































Smart Managers Use It! 


Be a systematic money-mak- 
ing manager. With this 
MANAGERIAL FILE you 
can keep at your finger tips 
the details of all pending 
matters—performance of every 
department of your business— 
costs, output, profit. Double- 
locked for privacy—Send for 
FREE Circular. 


Northwest Metal Prods. Co. 
1337 E. Mason, Green Bay, Wis. 






- 
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Knudson & Mercer Lumber Co. 
Purveyors to 
| Accredited Retail Lumbe: Dealers 
for. 51 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, ‘Wallboards and Most 
Standard Specialties 


28 E. Jackson Bivd., Chicago 4, wl. 











MINER'S EDGER WITH SKF BALL BEARINGS 


Simonds saws, lightest running. SPECIAL 
FEATURES: Variable feed for light power, 
guide rail and spurs make STRAIGHT lum- 
ber, well-balanced mandrel, now creosoted 


frame. IT CLEARS ITS COST IN 30 TO 60 
DAYS 


MINER EDGER WORKS, Phone 1292, Meridian, Miss. 








LEMIEUX BROS., INC. 


FORESTERS—TIMBER ESTIMATORS 
APPRAISERS—CIVIL ENGINEERS 


610 Pere Marquette Bidg., NEW ORLEANS, LA 








Since 1922 


ZZE DAD & LAD & 


MANUFACTURERS 
Asphalt and Asbestos Roofing 
Cements, Paints and Compounds 


Factory and Executive Offices 
NEW LENOX, ILLINOIS 











WEBSTER 


Uniformin 


ole] el — 
Bt —> oa O35 
QVYUALITY 
4. E. Webster Lumber Co. 
Kansas City, Mo. 








HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON, TEXAS 


38 Years’ Experience 


Emgineering Service and Estimat i 
Obligation — Send Us ya 








Hardwood Inspector Wanted 


One familiar with Northern Hardwoods 
for hardwood distribution yard. Steady, 
competent, experienced and understand- 
ing thoroughly NHLA rules. Write 


WARREN ROSS LUMBER CO. 
Falconer, N. Y. 








SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS F i R FACTORY 
YARD STOCK CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 


Established 1912 
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4, 5, 6 and 7. On June 8, class was 
held on the yards of the company 
where students examined innumer- 
able boards of various species and 
grades, and given the practical ap- 
plication of National Hardwood 
Lumber association inspection rules. 
Earl S. Swartzbaugh, assistant 
chief inspector of the association, 
conducted the course of instruction. 
Because of the success of the course, 
Mr. Gaines is considering conduct- 
ing a similar course in the fall. 


Company Changes 


Mr. H. E. Leonhardt, H. E. LEON- 
HARDT LUMBER COMPANY, Oklahoma 
City, has purchased the Cotton Ex- 
change building, Oklahoma City, 
with plans for moving the com- 
pany’s general offices in the near 
future. 


NORTHERN WoOoD PRODUCTS COM- 
PANY, Holland, Mich., has opened 
sales and advertising offices in De- 
troit, under the supervision of Ed- 
ward A. Epstein, sales manager. 
General offices remain at the com- 
pany’s plant at Holland. 


W. E. Guild, American Saw 
Mill Machinery Officer, Dies 


W. E. Guild, 45, vice president 
and general manager of the Ameri- 
can Saw Mill Machinery company, 
Hackettstown, N. J., died May 17 
in Bristol, Tenn. He joined the 
executive staff of the company in 
1936. During the war he served 
as an industrial panel member of 
the War Labor board and on the 
industry advisory committee of that 
agency. At the time of his death 
he was vice chairman of the in- 
dustry advisory committee of the 
Office of Price Administration. 


Founder of Southern Pine 
Sales Corporation Dies 


Charles Hill, 75, who retired in 
1940 as president of the A. C. Tux- 
bury Lumber company, Charleston, 
S. C., died in Montclair, N. J., May 
23. Prior to forming the Tuxbury 
company with his father-in-law, the 
late Alfred C. Tuxbury, in 1905, 
he has been president of the North- 
ern Lumber company in the Great 
Lakes region. In 1917 he formed 
the Southern Pine Sales corpora- 
tion. 


Clem Lumber Company 
Opens in Cincinnati 


Starting operation on May 1, the 
Clem Lumber company, Cincinnati, 
is a wholesale concern handling all 
types of hardwood lumber, soft- 
woods, and other wooden products. 


June 


Officers are A. R. Clem, president; 
W. M. Clem, secretary, and James 
A. Duncan, treasurer. 


J. L. Senior, Cement 


Manufacturer, Dies 

John Lawson Senior, 67, chair 
man of the board of directors o! 
the Consolidated Cement corpora- 
tion and president of the Florida 
Signal Mountain and Trinit) 
Portland Cement companies and 
the Cowham Engineering com. 
pany, died April 29 in New York. 
He was a member of the executive 
committee of the Portland Cement 
association in 1928 and of the 
board of directors in 1929 and 
1930. He was made an honorary 
member of the association in 1943. 


M. J. Peters, Dierks 
Vice President, Dies 

Marvin J. Peters, 64, vice presi- 
dent and general manager of the 
Dierks and Sons Lumber company, 
Kansas City, Mo., died June 2. He 
was also president of the Dierks- 
Peters Lumber company, Garden 
City, Kans., and a partner in the 
Parsons Lumber company, Parsons, 
Kans. He was a member of Hoo- 
Hoo. 


Two Gilstrap Brothers 
Die Within Same Week 

Thomas Jacob Gilstrap, 59, owner 
of lumber yards in Kansas, Okla- 
homa and Arkansas, died June 2 
at the home of his brother and busi- 
ness partner, William O. Gilstrap, 
Coffeyville, Kans. He and_ his 
brother started the first Gilstrap 
lumber yard at Combs, Ark., in 
1915. Another brother, Charles 
Gilstrap, 61, Winfield, La., lumber 
wholesaler, died a few days later 
while in Coffeyville for the funeral. 


Forrest Speaks 

President S. Lamar Forrest, 
National Retail Lumber Dealers as- 
sociation, addressed a special din- 
ner meeting of the Florida Lumber 
& Millwork association at the 
Miami Country club on May 28. 

“Since our industry is the one 
which really goes to the grass 
roots,” said Mr. Forrest, “it is up 
to us to steer the legislative ship 
back on the beam. This can be done 
in cooperation with our national 
association, which is coordinating 
its efforts with such organizations 
as the Producers’ council and the 
National Association of Realtors.” 

President Forrest warned if the 
Wagner-Ellender-Taft bill becomes 
law, it will lead to the socialization 
of the lumber business. 
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ADVERTISING 


PAYABLE IN ADVANCE 


Copy must be in office of AMERICAN LUM- 
BERMAN by Monday prior to publication 
date. Rates are based on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style. in 
proper classification. with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 


8c per word for one insertion. 


7c per word, per insertion, for 2 consecutive 
insertions. 


SITUATIONS WANTED 





BUSINESS OPPORTUNITIES 














AVAILABLE AT ONCE 


Young retail lumberman with 15 years diver- 
sified experience including management, buy- 
ing, sales, supervision and accounting, desires 
position with a progressive concern where 
services can best be used. Excellent refer- 
ences. Address X28, American Lumberman. 





Wanted—Position as yard manager. Prefer 
medium size yard, lumber and general build- 
ing material. Middle West preference. Thirty- 
nine years of age, over twenty 7 a 
ence. Best of references. Address -36, 
American Lumberman. 





Wanted: Auditor or manager position. Good 
references. Address A-30, American Lumber- 
man. 





MILLWORK SUPERINTENDENT AND DRAFTS- 
MAN. Architectural millwork and lumber bus- 
iness only considered, central states. age 48. 
Address S-57. American Lumberman. 


USED MACHINERY WANTED | 








WANTED 


Band Resaws — Chain Feed Straight 
Line Gang and Rip Saws — Planers 

Matchers — Molders — and all other 
kinds of woodworking machinery. 


Keystone Machinery Company 
324— 4th Ave., Pittsburgh Pa. 





6c per word, per insertion, for 3 to 5 
tive insertions. 


MINIMUM CHARGE $§1.60. 


Attractive discounts for 6, 13 or 26 consecu- 
tive insertions. 


When answering “blind’’ advertisements ad- 
dress number shown care of 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 








Good White Oak Timber Cruiser. Must be 
active, energetic and competent. Give experi- 
ence and furnish references with application. 
Steady employment at good salary. CAMP- 
BELLSVILLE COOPERAGE CORP., ‘Gungalle- 
ville, Kentucky. 





Wanted: Experienced Millwork Superintendent 
for plant employing about 80 people manu- 
facturing stock and special millwork. Fine 
opportunity for aggressive man. State age. 
experience and salary. Address X-37, Amer- 
ican Lumberman. 


Highest type of Millwork executive, capable 
of managing special millwork plant with stock 
jobbing department. Plant located in South. 
State experience, age. references, salary ex- 
pected. Address A-24, American Lumberman. 





Biller-Detailer on Custom Millwork from Ar- 
chitects plans. Experienced and Accurate. 
Give complete information, references, salary 
desired. Fort Wayne Builders’ Supply Co., 
Fort Wayne, Indiana. : 





Wanted: An experienced and capable Fore- 
man or Superintendent for Millwork Plant, 
also an experienced operator for band re-saw 
planer and matcher. BORNMAN LUMBER COM. 
PANY, Clarksdale, Mississippi. 





BOOKKEEPER 


Want to employ bookkeeper and stenographer 
in general office of retail lumber and building 
material office in Southwest Missouri who is 
experienced with stock sheets, sales tax re- 
turns, social security and unemployment re- 
orts, etc. Address Pas 9 Calhoon-Putnam 
umber Company, P. O. Box 534, Carthage, 
Missouri. 





Hardwood inspector wanted experienced in 
Northern hardwoods for hardwood distribu- 
tion yard. Address A-25, American Lumber- 
man, 





Wanted an experienced millwork detailer and 
biller for our Washington, D. C. office. Ad- 
dress A-31, American Lumberman. 











WANTED—Large carriage saw and large 
table saw. ONTRACTORS LUMBER CO., 
Inc., 58-58 Grand Ave., Maspeth, New York. 





Wanted to Buy . 
Power feed rip saw capable taking 16’’ diam- 
eter blades and 15 or 20 H.P: motor. Also 3 
or 5 H.P. swing or DeWalt type cut-off saws. 
Also 10 or 15 H.P. small 6°’ molder 4 sides. 
C. L. Ludden, 2117 Chestnut Ave., Wilmette, 
Ill. 





Wanted: One guaranteed RD-6 Caterpillar 
tractor equipped with hydraulic angledozer or 
bulldozer. See plain RD-6 or D6 Caterpillar 
tractor. Address A-23, American Lumberman. 





Wanted: Four wheeled roller bearing lumber 
cars. Pike Lumber Company. Akron, Indiana. 





BUSINESSES WANTED 
WANTED: Planing Mill with stock in the 
Carolinas, Virginia, or Pennsylvania. Cen- 
trally located in close proximity to smaller 
Mills. Will pay part or all cash. Address 
T-21, American Lumberman. 











WANTED TO BUY: A retail lumber business. 
Location in Illinois—within 100 miles of Chi- 
cago. Address T-35, American Lumberman. 





WANTED 
To buy by individual, lumber and material 
yard. ‘leno machinery but not essential. Will 
pay cash. Confidential. Address X-32, Amer- 
ican Lumberman. 








BUSINESS OPPORTUNITIES 








South Central Missouri lumber dealer wishes 
to operate small concentration yard for rated 
firm. Able to buy oak car stock, white oak 
fence posts, mine props, etc. Located on rail- 
road with spur in yard. Address X-47, Ameri- 
can Lumberman. 





A busy old established lumber company with 
over %o0 foot frontage for display wants 
agency for fabricated buildings and garages. 
Located on a busy highway and within short 
distance of large business center. Quick ac- 
tion. Address R-57, American Lumberman. 


INVESTMENT OPPORTUNITY 


To separate estates, and account tax status 
of owners would sell very sound, profitable, 
Three Band Saw Mill operation, with about 
23,000 Acres timberland and standing timber, 
together with over 6,000,000 feet manufactured 
Lumber. Some of the finest RED CYPRESS in 
United States. This is one of the best oper- 
ations in Southeast—advantageously located 
—now in operation. Adress X-49 American 
Lumberman. 





AMERICAN LUMBERMAN, June 22, 1946 











Wanted: Mill connection for carload shipments 
of Western Pine and Douglas Fir. Will con- 
sider finance proposition. Address X-33, Amer- 
ican Lumberman. 





Reliable small mill operator seeks long term 
contract for cutting special dimension stock 
8 feet or shorter from northern hardwoods and 
softwoods. Address P-43, American Lumber- 
man. 





DETROIT 
Representation 


With office—rail yard, etc. and know how to 
handle all details for milled work—sectional 
—prefab.—lumber or what? Can assemble in 
full or an pees stock or cover larger 
territory. 4 ustrial—Archt.—plant engineering 
—struct. or jobbing items! Present or future. 
At present am free to make mutually satis- 
factory arrangement. If interested write 
A. J. McLean 
16949 Jas. Cousens Hwy. Detroit (27) Mich. 





Wholesale, retail and manufacturing organi- 
zation over 100 years in business would like 
to contact owners of lumber manufacturing 
plant with several years timber supply who 
would be interested in selling part or all of 
holdings. Our object is to control lumber 
supply. We handle all species and are lo- 
cated in Middle West. Can finance one re- 
spectable operation or several smaller ones. 
Give brief description: we will examine prop- 
erty if in our opinion it meets our needs and 
price is fair. Address X-50 American Lumber- 
man. 





Eastern Michigan Distributor for one of 
largest manufacturers of hardwood doors and 
plywood for 13 years is severing connections 
next month. Would like to hear from door, 
plywood millwork manufacturers interested in 
representation in this territory, on commission 
basis. Thorough millwork background. Ad- 
dress A-34, American Lumberman. 





Some one who has a good portable sawmill 
that can cut 20 to 25 thousand feet cotton- 
wood per day. D. K. Ellingwood, 1801 Twin- 
ridge Blvd., Omaha, Neb. 





Wanted to invest in or lease sawmill opera- 
tion in Montana, Oregon, Idaho or Washing- 
ton. Address A-35, American Lumberman. 


LUMBER & DIMENSION WANTED 


WANTED: Several million hardwood cubes; 
1-5/16"" to 134"° sizes; must be dry; clear; 
D4S: sanded tour sides, if possible; smooth 
sawn ends; cut square. Address X-42, Amer- 
ican Lumberman. 

















We wreck and buy mills and abandoned lum- 
ber camps. Also new and used lumber in 
large quantities. BISSELL LUMBER & 
WRECKING CO.. 7834 W. Grand Avenue. 
Elmwood Park, Ill. 


* 





Wanted: Several carloads 4/4, kiln dried 
hardwood and Wester or Eastern Pine lum- 
ber shorts, D2S. any grade, 2’° and wider, 
10° and longer, bundled to size. Address 
X-43, American Lumberman. 





WANTED: Several carloads air dried and 
kiln dried hardwood mouldings and squares, 
cut,to 6’’ lengths and longer. common and 
— grades. Address X-44, American Lum- 
erman. 





BISSELL BUYS FOR CASH 


Lumber yard stocks and their entire equip- 
ment. Quick action. BISSELL LUMBER & 
WRECKING CO., 7834 W. Grand Avenue, 
Elmwood Park, Ill. 





WANTED—By box factory, 4/4, 5/4. 6/4 lum- 
ber, hard or softwood. Prefer rough air 
dried. GRIGG BOX & LUMBER CO., 8001 
Tireman, Detroit 4, Mich. Phone—Tyler 4-1753. 








New yard opened, interested in any line of 
building material including dimensional lum- 
ber, wall board, flooring, millwork. Will deal 
with commission man. Famous Lumber & 
Supply Co., 1640 Hilton Rd., Ferndale 20, 
Michigan. 





Wanted: Straight or mixed cars yard stock 
dimension, boards, flooring, dropsiding, bevel 
siding, timbers, shingles, plywood, doors and 
mouldings—one to fifty cars—cash. H H Rat- 
ing and Serial numbers furnished. Eastman 
Cartwright Lumber Company, Lancaster, Wis- 
consin. 
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LUMBER & DIMENSION WANTED 








Want mill connection. Can resaw or kiln dry. 
Will place cutting orders for 20 million feet 

—s pine and mixed hardwoods. Green or 
rv. Address A-21, American Lumberman. 





Wanted: White Pine, Cypress, Spruce or Red- 
wood grade C & Better to cut 6/4 x 3, 2/0, 
3/4, 4/4, 6/4 x 4, 2/0. Rough or dressed. 
Carloads or less. Have priorities. Address 
A-26. American Lumberman. 

1 or more cars 6’, 7’ or 8’ new or used hard- 
wood stacking sticks. Address A-28, American 
Lumberman. 








Wanted: Cars of pine, fir or spruce. 1" x 3’’- 
x 55°", 1°’ x 3°" x 40"". S4S. Dry. Select. Bernard 
Sales Co., St. Paul, Minn 


WANTED TO BUY 
2 carloads Hardwood Shorts (No Cottonwood 
included) 1 x 4 and wider x 42 inches. Can 
be cut 7% or 1 inch rough or § 1 S. Must 
have delivery by Jul . 1946, or sooner. 
HAVANA LUMBER COMPANY, 500 Amanda 
St., Pekin, Illinois. 


WANTED: Several million hardwood paint 
brush handles, finished and unfinished. Ad- 
dress X-45, American Lumberman. 











We are in the market for 25 cars Ponderosa or 
a? Pine 4/4 Shop Common or 3rd Clear, 
5. 6. 7. & 8/4 No. 3 ny 2 Btr. Stock to be 
thoroughly Air Dried or Kiln Dried. Write or 
Wire what you can furnish, THE MALTA 
MFG. COMPANY. Malta, Ohio. 


WANTED: Several million feet 9/32’ or 
5/16" kiln dried, clear, Western or Eastern 
Pine, Dl or 2S, random width and lengths or 
cut to specified, short widths and lengths. 
Address X-46, American Lumberman. 


WANTED TO BUY 
MISCELLANEOUS 


RAILS WANTED 
Principally 16-20-25-30 Ib. 
, THE W. H. DYER CO. 
Railway Exchange Bldg., St. Louis 1, Mo. 


RAILS: ANY SIZE OR QUANTITY 


Particularly 20 lb. 25 lb. 30 lb. 35 Ib. & 40 Ib. 
Secure our price before selling. 
MIDWEST STEEL CORP. 
Charleston, W. Va. 




















K. D. SAWDUST WANTED 


Kiln dried maple and birch sawdust, fine or 

coarse, in bags. Will consider millrun in car- 

load lots. Mail sample and state price F.O.B. 
our mill. Madia Brothers, 296 Richardson 
treet, Brooklyn, N. Y 





Hardwood timber cruiser. Give experience, 
references and when free. Also, saw mill 
outfit, capacity 8 to 15 M. per day. P. O. Box 
166, White Plains, New York. 





1 or more cars 6’, 7’, or 8’ new or used hard- 
wood stacking sticks. Address A-29, American 
Lumberman. 


e&— 





MILLING IN TRANSIT 











KILN DRYING PLANT 
(milling in transit) 


to kiln and surface several 100M’ green 
Ponderosa Pine 4/4 and 8/4" in eastern 
Oregon or midwest. Address A-33, American 
Lumberman. 








TIMBER & TIMBER LAND 
FOR SALE 





4,924,000° hardwood timber, located Jack- 
son County, Alabama, 17 miles from South- 
ern Railroad, on 4,625 acres of land; prin- 
cipal syomee ay 1,813,000" Red ak, 
842,000' White Oak, 188,000’ Post Oak, 540,000’ 
Chestnut Oak, 290,000° nope. 811,000° Hick- 
ory, 282,000° Gum, 54,000" Beech; balance 
miscellaneous. Price $45,000.00. Grayson 
Lumber Company. Birmingham, Alabama. 


1600 acres of valuable timber, about 40% 

pine, balance fir, 8 million feet. Roads in, 

close to railroad and main road. Some camp 

1 waa available. Write Box 195, Lewiston, 
aho. 
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BOOKS FOR SALE 





BUSINESSES FOR SALE 





FOR SALE 
FURNITURE FACTORY 


Machinery Installed, ay | for Operation 

Brick Buildings, Approx. 40,000 sq. ft. 

~— Kilns and cellent Lumber Handling 
acilities. 

Power Plant and Heating System. 

Railroad Siding (Penn. R.) 

Good Labor Market 

Native Lumber Available 

ACT QUICKLY — IMMEDIATE POSSESSION 

Attractively Priced — Write — Wire — ‘Phone 


EARLE HART WOODWORKING MACHINE Co. 
565 W. Washington Blvd. “Phone Andover 3340 
Chicago 6, Illinois 





FOR SALE: Complete mill and retail yard. 
Capacity 10 M feet per day. Good location. 
Inquire Cecil R. Hawkins, Benzonia, Michigan. 





FOR SALE—WOOD WORKING FACTORY 


Employs 75 men engaged in manufacturin 
Dowels, Dimensions, Turned and Bandsawe 
stock. Factory is equipped for other types of 
manufacturing in the wood line. Centrally 
located in New York State 1/4 mile from R.R. 
station. Well equipped with machinery all 
electrically operated. Has an Al Saw Mill 
roducing 10,000 board ft. per day. About 
800 acres of land partly timbered. Logging 
with own modern equipment. Can obtain all 
the orders desired from a list of the most 
reliable firms in the country. Business has 
been operated by the HORTON LUMBER CO., 
for 75 years. A death in the family makes 
4 advisable to sell. Address F. L. Horton, 
tmar, 





LOS ANGELES CUSTOM WOODWORKING 


plant for sale: Est. 1921, doing profitable busi- 
ness. Dry kiln, spur tracks; 1/2 acres, with 
16.000 sq. ft. under roof; good machinery. 
Price $175,000, cash. Twohy Lumber Co., 
Lumber Yard & Mill brokers for over 35 years, 
801 Petroleum Bldg., Los Angeles. 





OREGON SAWMILL FOR SALE, outright, no 
lease. R. R. Trackage. Mill complete $15,000; 
plus movable personal property (trucks, log- 
ging equipment etc.) $46,000. Six million feet 
timber $42,000. TOTAL $103,000.00. Twohy 
Lumber Co., 801 Petroleum Bldg., Los Angeles. 





FOR SALE: Woodworking plant, now operat- 
ing profitably in Western Michigan; equipped 
suitably for manufacture of furniture, mill- 
work or other wood products. Approximately 
30,000 square feet manufacturing space plus 
spacious office and heating plant. Total land 
area approximately 60,000 square feet. No 
railroad siding on property but four roads 
within one-half mile. Land and buildings 
appraised at $94,000.00 and equipment at $36.- 
.00, sound depreciated values. Offered for 
$125,000.00. Stock extra. Personnel of a small 
efficient organization available to successor. 
Address X-53 American Lumberman. 





LOS ANGELES a * oe YARDS FOR 


(A) One acre on Main Blvd. all paved. About 
15M ft. under roof. Complete mill for reman- 
ufacturing. Five trucks. Gerlinger Carrier, 
Hyster. Fine office and sales room. eee. 
thing complete, immediate possession. 6 

ft. to R. R. Team Track. Total price (includ- 
ing over $40,000 in personal property) $150,- 
000; at least half down. Inventory extra. 


(B) Acre on Main Blvd. Yard established 1921. 
Complete with buildings, poe mill machin- 
ery. trucks, etc. Price $60,250. Some terms. 
Small inventory extra. Principals only please. 
Twohy Lumber Co., 801 Petroleum Bldg., Los 
Angeles 15. 





FOR SALE: Lumber and Building Material, 
business located in East Central Mississippi. 
Doing annual business of $300,000.00. an 
also include Planing Mill, Saw Mill and Con- 
centration Yard to insure supply of lumber. 
Address A-27, American Lumberman. 





FOR SALE: Woodworking plant in small cit 
manufacturing Millwork, cod Tanks an 
Furniture, also retail lumber yard. Continu- 
ous operation for 59 years. 35 employes. 
Good labor conditions. Principal owner 
wishes to retire. All cash or terms. Address 
X-52 American Lumberman. 





BAUGHMAN’S BUYER & SELLER. Pocket Edi. 
tion, 188 pages, $1.75. 


OFFICIAL FEETAGE ESTIMATOR. Use for 
quick board and surface measure contents of 
all classes of interior and exterior finish. 
moulding, column, tank and silo stocks and 
cut up material in lumber veneers, etc. For 
fixtures, panel work, furniture, cabinets, 
mantels, carriage bodies. store fronts, doors. 
sash, blinds, newels, door and window frames, 
boxes, etc. Price, delivered, $10.00. 


HANDY LUMBER CALCULATOR. A 64 page 
Vest Pocket size for standard lumber sizes, 
log rules, estimated weights of lumber and 
other useful lumber tabulations. Price, post- 
aid, only 50c per copy. Order direct from 

RICAN LUMBERMAN, 139 N. Clark St., 
Chicago 2, Illinos. 





MODERN STORE & YARD DESIGN MANUAL 
Actual Store Designs. Planning helps. Yard 
Planning ideas. 11 original store plans. Yard 
layouts. How to display merchandise. 68 
pages of valuable information and oaly 50c a 
copy to readers of American Lumberman. 
Order from AMERICAN LUMBERMAN, 139 N. 
Clark St., Chicago 2, Illinois. 





PRACTICAL PLANS FOR MODERN HOMES 
New 36 page booklet, size 8!/2xll inches. Con- 
tains 51 actual photographs and floor plans 
of real houses that have been built and 
roved successful . . . plus dozens of helpful 
ideas on selecting the lot, choosing the proper 
home design and arranging finances. Blue 
prints and specifications of every design are 
available at only $5.00 per set. Special prices 
on quantity lots of these booklets to dealers. 
Single copies only 50c. AMERICAN LUMBER- 
MAN, 139 N. Clark St., Chicago 2, Illinois. 








MISCELLANEOUS — FOR SALE 








STEEL WINDOWS 


No priority required. 
Large stock casements. 
pivoted, double hung, etc. 


STEEL SASH SALES & SERVICE 
Weehawken, N. J 





Hardwood sawdust for sale. Carload lots. 
Thureson Lumber Company, Howell, Michigan 





DO YOU NEED WOOD PALLETS? Four years’ 
experience in making pallets or loading plat- 
forms qualifies us to serve you. Send us your 
inquiries. Corinth Hardwood Co., Bristol. 
Tenn. 





FISHING POLES: Dealers a. Sample 
Jointed Native Cane. Prepaid $2.50. ob 
Pace, Combs, Ark. 








LUMBER & DIMENSION 
FOR SALE 








CRATING LUMBER FOR SALE 


Northern mill can ship 20,000 feet per week 
Popple 1” crating lumber, 3°" and up in width 
and 8’ and up in length, green. Prefer make 
contract with one or two buyers for regular 
shipment. Desire prompt action. Address 
X21, c/o AMERICAN LUMBERMAN. 





Fir and Larch and Ponderosa Pine to trade 
for Oak Flooring or Lath. W. B. Barr Lumber 
Co., Denver. 





FOR SALE: 15/16’, 1°. and 11/16’ Kiln 
Dried, sanded Dowels, 6’ to 30’ long. M. C. 
Rumley, Box 296, Tuscaloosa, Ala. 





FOR SALE: 15M 4/4 Hickory Green Log run. 
85M 8/4 Hickory Green Log run. 
Adams Lumber Co., Box 1186 Knoxville, Tenn. 


June 22 1946, AMERICAN LUMBERMAN 
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LUMBER & DIMENSION 
FOR SALE 








10 cars 4/4 through 8/4 all 8’ or random 
iengths, our option, No. 3 & Btr. Rough green 
mixed hardwood mostly ye § and gum NHLA 
Rules heavy 8/4. 

2 cars 6’ used hardwood stacking sticks. 

2 cars 4’ used hardwood stacking sticks. 

5 cars 6x8—8 Long Leaf used cross ties. 

5 cars La. Heart cypress split fence posts. 
5 cars Louisiana Bamboo (Cane) fishing poles. 
40,000 pes. 8’ Cane Poles. 

5 — 3x6 & wider Rough green Oak bridge 
plan 

Yellow pine or hardwood surveyor stakes. 
Untreated Douglas fir piling 90’ to 150’. 

Pine poles and piling, peeled and unpeeled 
35° to 50’ 

Aromatic Red Cedar cut offs and shavings. 
E. J. Gaiennie Lumber Company, Box 1074, 
Shreveport 89, La 





For Sale: 100,000 pcs. of K.D. Pine S2S to 
25/32. Triangle pieces size 2!/, inch ofr 
better at one end and 9 inches long. Can 
—_. 25,000 or more now and accumulate 
‘ or more per day. This is all clear K. D. 
Idaho White Pine. Benj. Hartquist Lumber 
Co., New London, Wisconsin. 


Tupelo, Red Gum, Ash, Cypress. We cut 
short for broom factories, etc. Tom Bulliard 
Lumber Co., St. Martinville, La. 








FOR SALE: 2500 pcs. 134’’xl6"’ dry birch and 
maple squares. 2°’ random length and are 
dry sap gum wood lumber. 10,000 1/4" 

23," eye” bolts, 100,000 %,"" No. 6 & N 
round head blued screws. Wickcrait ll 
facturing Company, Ashland, Wisconsin. 





100M hard (sugar) maple. Will sell veneer 
logs or rough saw dimension required. Start 
—_ immediately. Truehart Johnson, Had- 
ey, Pa. 





FOR SALE: Carloads Kiln Dried Southern 
Pine 1"’ dressed cut-offs—under 48'’ long— 
mixed widths. Address A-32, American Lum- 
berman. 


USED MACHINERY FOR SALE 


EARLE HART WOODWORKING MACH. CO. 


Large selection of Modern Ball- Bearing Mo- 
torized Used Machines. Get our prices and 
list before buying. 
Chicago, Illinois, 565 W. Washington Blvd. 
Ph.: Andover 3340 
Greensboro, N. C., Davidson Dr., Sedgefield 
Ph.: Greensboro 9633 

















TRACTORS FOR SALE 


Caterpillar “20, “30, & ““35"", Cletrae “20° 
& “35”, Allis Chalmers “EK”, International 
“35. Also Allis Chalmers and Cletrac angle- 
dozers. All ideal size for logging. Also 1 
Caterpillar full diesel brand new power unit 
attached to 25 K.W. generator. Prices far be- 
low ae, See ours before you buy. 
. C, Evans, Mt. Sterling, Ky. 





One 66” diameter, 21 wide, 3 15/16 bore. 
ae le spoked, flanged rim —, 2 
DE: ccwaniols pobmaesacnecerasnenaen 

One 76" diameter, 21’ wide, 415/16 double 
spoked flanged rim cast iron pulley.$100.00 

One complete slab burner conveyor. Fire 
end, consisting of 90 feet 25’ iron trough, 
together with supporting pipes, guy wires, 
and end pulley, all for.............. $400.00 

One centrifugal pump, belt driven, low pres- 
sure 15’’ suction, 15°’ discharge with 12’ 
of suction pipe and 125’ of Taylor Spiral 
+. oe | ee rae $300.00 

One Gardner, underwriters Fire pump, 500 
gallons per minute .................. 600.00 

One Lidgerwood, lap joint upright boiler, 42°’ 
diameter, 110 Ibs. pressure.......... 

One 250 H. P. Heiny Water Tube Boiler, 130 
Ibs. pressure, together with 25’ of 48" 
— (boiler needs some spiders and 

MOM” a hasica cin lareceeb imate edieipatee eee 300.00 
ok” 38 ‘xi6" Steam Drum, 150 lbs. steam 
DD, ish nn ca Glnisth amanda aero $100.00 

One 40 H. P. 220 V, 3 ph. A. C. 60 Cy. 600 
R.P. Squirrel Cage, Motor newly re- 
ETE ECE Tre. $400.00 

Five Slasher saw adjustable hanger beat 
and boxes, 211/16" bore ........... 00.00 

Grayson Lumber Company, since Mien 





For Sale: Quantity Simonds rip saws—9/10" 
diameter, 12 gauge, 11/2" and 134” e ~ erry 
& Hanson Flooring Co., Grayling, 





For Sale: One Reeves circular mill with 
Nichols and Shepherd 20-75 Canadian Special 
Double boiler for power. KOEHLER SUPPLY 
CO., MADISON, IND. 


AMERICAN LUMBERMAN, June 22, 





USED MACHINERY FOR SALE 


AIR COMPRESSORS: All sizes and 
types 

BORING MACHINES: F & E 60” vert. 
—. table belted motor, four spin- 








LOT LEE EAE LE ROL EET: 750.00 
Andrews Horiz. . ¥ 4 spindles...... 550.00 
American Horiz. 2 spindle.......... 175.00 

JOINTERS: 12” Ball Bearing, 2 kn. rd. 
hd. Belted to motor 3 HP......... 500.00 
12° babbitt bearing, 2 kn. rd. hd. 
belted te FS Be GIGtOF, 2... .cc000- 450.00 
12° 2 in. . . hd, belt drive........ 150.00 
ee eS 250.00 
oe _ < eee 250.00 
cs pee) SO. ae 350.00 
Ring, Irvington, 1, H motor on 
ee rea 165.00 
KNIFE GRINDERS: 60" B. T. & B.... 450.00 
38°’ Rodgers-Buffalo .............-. 275.00 
ee eee 325.00 
MATCHERS: New Era 3 sided 24” top 
oe 2 Shimer side hds........... 600.60 


F & E 290—24 x 14 heavy duty, 3 
kn. trng. hds., 40 HP motor and 
A a A ie eer 2 2,000.00 
MOLDERS: American 6’’ four side B/D. 650.00 
Smith 6’’ four side B/D 650.00 


F & E 6” four side B/D............ 600.00 
Smith 8’’ four side B/D.............. 850.00 
American 4"’ four side B/D........ 500.00 


MORTISERS: Greenlee 604 Mortiser and 


Sg ea 185.00 
wane No “300 hollow chisel, up to 
SE Ses oe 450.00 
Smith ’ a> Philips Comb. Pulley & 
a Eee re ees 250.00 
D & H hollow eee vertical...... 200.00 
New Britain No. 2 chain............ 750.00 
NAILING MACHINES 
& BOX MAKING EQUIP. 
Doig 12 track closed back, B/D.. 600.00 
Doig 9 track closed back, B/D.. 500.00 
Maureen-Johnson 24° Squeezer..... 300.00 


Doig 2 hd. Corrugated Fastener “ed 500.00 
Morgan Matcher with Glue Box.. 385.00 
Beach Boxmakers Wood Ripsaws.. 60.00 
Beach Boxmakers Wood Ripsaws, 8 


WE EES con. ses cea umeesbes 75.00 
Buss Equalizing Saw, double arbor.. 
double table opening, 8’ max. 
| een een 500.00 
PANEL RAISERS: Smith, B/D......... 145.00 
American, Motor on head.......... 165.00 


PLANERS: Berlin No. 185 double, 4 
kn. rd. hd. long bed, HP mo- 
tor and starter & 1 HP elec. kn. 
and Gissisuilo ns adnan Gneimiie tre ioeaaar 1,650.00 
hitney Double, 36” 4 kn. sq. hd.. 1,350.00 
Hamilton 16’ Double, 2 kn. sq. hd. 
rebuilt, ball bearing countershaft. 650.00 
Hermance 36” single, 3 kn. sq. hd. 800.00 


American 30° single, 3 kn. hd...... 650.00 
SANDERS: Amer.-Col. 3 drum roll 
ok oe 750.00 


Amer.-Col. 3 drum roll feed, 48°’.. 850.00 
Yates-Invin. 3 drum roll feed, 48’’.. -950.00 
Amer. 24" disc. & 8’ spindle....... 275.00 


Amer. 2 spindle osc. vert.......... 175.00 
Heath 24” x 36”" single drum....... 325.00 
SAWS: Crescent Scroll................ 85.00 
Crescent tilt table, dble arbor B/D. 300.00 
36" band, tilt table, B/D........... 250.00 
28’’ band, tilt table, B/D.......... 250.00 


38°’ Amer. Band Resaw. up to 4 x 12 


stock, with a 5 HP motor........... 1,250.00 
Re oc caw sree mrnwicmenain'e 750.00 
Swing Saws, ceiling mounted, 5’... 85.00 
Swing Saws, ceiling mounted, e 95.00 
Tidy Cabinet Makers Sliding table 
2 aera ee 85.00 
Buss double arbor, double stand, 
equalizing saw, ball bearing..... 650.00 
ye% new motorized scroll..... 650.00 
R & H Dado saws, belt driven roll- 
re eee 175.00 
American edger, small table....... 250.00 
SHAPERS: Shimer single spindle re- 
rhe -150.00 
Advance two spindle ball bearing.. 400.00 
American two spindle B/D......... 200.00 
Carter single spindle, tilting motor 
MN 662. konica ou cane caeeeaen 300.00 
TENONER: Smith, bottom cope, double 
OE eee 500.00 
MISCELLANEOUS: 
Taping machine with blower and 
RI nn 5g cae ca umakiisien srs 175.00 
Kelly D.C. Stair Router with gen- 
a Oe ee pages "ans 175.00 
attison No copying lathe iad 
with 12 ex. heads = eeaebicants 400.00 
36’ screw presses, five......... ea 25.00 
— check rail mortiser and 
ARE SI nee NEE eB ae SA 300.00 
~. & ™ No. 13 Hog. 7 x 6 angle 
SETI ORR a ne 350.00 


200.00 
Mitre trimmer, Univeral No. 4..... 20.00 


KEYSTONE MACHINERY COMPANY 


324 Fourth Avenue Atlantic 1160 
Pittsburgh 22, Pa. 
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USED MACHINERY FOR SALE 














FOR SALE 
COMPLETE FLOORING UNITS 
FOR IMMEDIATE SHIPMENT 


2—American Ne. 77-A Hardwood Fleoring 
Matchers, complete with 75 HP driving 
motors, Feeds up to 200 it. “ minute. 
Each with pow Men. Pre Feed Table 

2—Pair American End Matchers, with motors 
and conveyors. 

1—Yates No. 21 pane Seow, for gang rip- 
ing wide lumber into flooring strips. 

1—Yates No. 255 Gang Ripsaw for gang rip- 
ing wide lumber into flooring strips. 

1—Yates G-6 Table Cut-Off Saw, foot treadle 
operated for cutting out knots and defects 
in flooring strips. Motor Drive. 

2—Irvington Foot Treadle Cut-Off Saws for 
cutting out knots and defects in flooring 
strips. Motor Drive. 

1—Berlin or Yates No. 186 Roughing Double 
Planer, 30° wide, 6-knife round heads, 
= three (3) motors for V-belt motor 

ive. 

1—American 40” Band Resaw, with motor, for 
a flooring strips 

Can be es ee shipment—sub 

— sale, real buy for immediate shit 

ment. 


EARLE HART WOODWORKING MACHINE Co. 
CHICAGO ILLINOIS GREENSBORO, N. C. 
565 W. Washingten Bivd, Davidson Dr. Sedgefield 
‘Phone Andover 3840 *Phone Greenshore 9683 





FOR SALE: One 10x10 Center Crank Steam 
Engine, governor in Fly Wheel. One Wescott 
shaped handle lathe. M. C. Rumley, Tusca- 
loosa, Ala. 





FOR SALE 


Complete Band Mills: in New 
England and Middle South; can 
be negotiated at very favorable 








prices. 

Write Phone Wire 
Keystone Machinery Co. 

324 — 4th Ave. Pittsburgh, Pa. 





Allis-Chalmers Steam Engine Generator Unit 
24x42 engine — a connected to 625 KVA 
generator. 220V, 60C, 3Ph. Complete with 
exciter and switchboard. North Branch Floor- 
ing Company, 2415 Barry Ave., Chicago 18. 





Stiffleg derrick, American Terry, complete with 
60’ steel boom, 40 HP Waukesha engine. cable, 
hoist and regular equipment. Excellent condi- 
tion. American Saw Mill Machinery Co., 
Hackettstown, New Jersey. 


FOR SALE: Belt-sander a merge 
42''x8’6"" table, chain and sprocket, adj. 86 

spring head, .00 f.0.b. Ottawa, Illinois. 
SANDERS BROS. MFG. CO., Ottawa, Illinois. 


For Sale: One Berlin Machine Works Royal 
Invincible Sander with three 42-inch drums. 
Price $500.00. J. T. Hirst and Company, Inc., 
Leesburg, Virginia. 











FOR SALE—BAND MILL—FOR SALE 
We have cut out and will sell our comune 
Sawmill and | Machinery at Omar, 

This is an L. H. Clark Band, including 
engines, carriage edger, tri r, 
generators, conveyors, etc. First come, First 
to get a bargain. The Mower Lumber Com- 
pany, Charleston 28, W. Va. 








For Sale: Towsley “Snipper’’ foot treadle op- 


erated cut-off saw—l h. . motor 3 ph. 60 cy. 

20V AC speed 3600 R.P complete with saw 

guard dust hood. Good contin, Crawtord 
urniture Mfg. Corp., Jamestown, N. Y. 





FOR SALE: ae gree and machinery North 
Carolina Millwork plant along with approxi- 
mately one and one-half million feet, upper 
grades Yellow Pine lumber. Going concer 
with good reputation and good business. 
Cash only. For particulars address Box A-22, 
American Lumberman. 





ELECTRICAL ENERGY USED MACHINERY 
: FOR SALE 
1 Diesel Fairbanks-Morse Y Type. Style V. 
two cylinder, 75 h.p. two 2 one 
G. E. Generator, ‘fo x 12.5 Amps, 230 
Volt, Power Factor ead 
: Panel Switch Board, 230 Volt, A.C. 
Field Exciter, 3 K.W., 24 Amps. 
i Air Compressor 3x 31/2. 
Good condition, was operating when plant 
shut down. Located at Hollister, Missouri. 
Total price for all above—$2,500.00, as is, 


where is. CHAS. C. 7 LUMBER CO., 
SPRINGFIELD, MISSO 


73 





Manufacturers 
and Wholesalers 
OF 
SPECIAL LUMBER PRODUCTS 


Anything Made From 
Western Lumber! 









WE MANUFACTURE 
AND SPECIALIZE IN 


Furniture Dimension, 
Glued-Up Stock 


Carpenters’ and Special 
Mouldings 


Venetian Blind Slats, 
Rails and Fascias 


Ready-to-Assemble 
Furniture Parts 


Industrial Shook 


Remember, too, 


WE WHOLESALE 


Hemlock 

Douglas Fir 

Sitka Spruce 
Ponderosa Pine 

and other West Coast Woods 


CARLOAD QUANTITIES ONLY 


Address all correspondence 
to our Kansas City Offices 


Kabel Smith Lamberla 


Manofacturers and Wholesalers 1635 Dierks Bldg., Kansas City 6,Mo., Victor 4143 


Member of Western Pine Ass‘n., National Wooden Box Ass’n., Ponderosa Pine Woodwork, 
National-American Wholesale Lumber Ass‘n. 


910 Porter Building © 






West Coast Office: Portland 4, Oregon 





has proven superior, 
as the 6-Bit Head of 
this type can readily 





be used in most 
Matchers. The Bits 
are clearance pro- 
tected and readily ad- 
justed to the normal 
range of thickness of 
eased edge stock. The 


Head may also be fitted for matching, plain joint- 





ing, siding or shiplap. 
Let us mail you particulars about the Shimer 


Eased Edge Heads. We will also send you a copy 


of the Shimer Pattern Book and Catalog. 
Write today. 


SAMUEL J. SHIMER2&SONS.INC. 


Mianufacturers of 


MELTON The Shimer Cutter Heads 


PENNA. 
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They 


continue to put forth their best efforts to meet the needs of their many friends who desire 
lumber—but their improving performance is still unable to cope with the unprecedented de- 
mand. Some day the Northern Lumber Mills expect again to’ be able to serve all who de- 


sire fine Northern woods. 


*Rib Lake Lumber Co. . . . . . =. Rib Lake, Wis. 


Northern Hemlock. White Pine, Kiln-Dried Hardwoods, Lath, 
Shingles, Cedar Posts and Poles. 


Schneider Bros. Marquette, Mich. 


Northern Hardwoods and Hemlock, Hardwood Dimensions, 
Rough Hardwood Turnings. Planing Mill and Dry Kilns. 


*Lake Superior Lumber Corp. Ontonagon, Mich. 


Northern Hardwoods, Hemlock, White Pine. 
Modern Dry Kiln facilities. 


*+Holt Hardwood Co. 


Maple, Birch, Beech, Oak Flooring. Strip, 
Herringbone, Parquetry types; all types 


Oconto, Wis. 


Assembled Block, 
eavy Duty Flooring. 


*+Boehm-Madisen Lumber Co. Milwaukee 3, Wis. 


Mills: Lake Linden, Michigan—Marquette, Michigan (2) 
White Lake, Wisconsin 


Cadillac-Soo Lumber Co. (are, ie.) Grand Rapids, Mich. 


Northern Hardwoods. Hard Mapl 


Specialty. Hemlock, White 
Pine. Modern Dry Kilns. Facilites ioe 


urfacing, Resawing, etc. 


*Michigan Pole & Tie Co., 


Northern Hardwood eae, Old Faithful Hemlock, Northern 
White Cedar Poles, Posts, Shingles, Piling, Soft & Hardwood Ties. 


+Connor Lor. & Land Co. (Connorvite teh) Otic Marshfield, Wis. 


K. D. & A. D. Hardwoods, Hemlock Pine—Cedar Shingles, 
Posts. Poles—Laona Rock Maple & Birch Fig.—Dimension stock. 


tMember Maple Flooring Mfrs. Assn. 


S Manistraue Mich.) Newberry, Mich. 


*Bay De Noquet Company . . . . . . . Nahma, Mich. 


Sales Office, 817 Railw Exchange, Chicago — White Pine. 
Hemlock, Hardwood Candler — Shingles, Cedar Products, Lath. 


*Roddis Lumper & Veneer Co. . Marshfield & Park Falls, Wis. 


Compl. stk. N. Hdwds., Hemlock. W. Pine, Cedar Prod., Maple. 
Brch. Flg. Hdwd. Ven‘r’d Doors, Plywd. Mod. Dry Kiln facil. 


*Copeland Lumber Co. . . . Ontonagon & Atlantic, Mich. 


Sales Office—CHICAGO—135 S. La Salle St., Hardwood Lumber. 
Dimension. Dry Kilns and Pianer. 


*C. M. ChristiansenCo. . . . . . . . Phelps, Wis. 


An outstanding Wisconsin lumber manufacturer — Hardwood. 
White Pine, Hemlock and Cedar Products. 


“Wm. Bonifas Lumber CO. (44,,<Mits, ta...) Sates, Neenah, Wis. 


Northern’ Hardwoods, White tg "Cader Products, Shingles, 
Squares, Lath, Modern Dry Kilns. Expert Millwork. 


*Underwood Veneer Co., . . . . . Bessemer, Mich. 


Northern Hardwoods, Hemlock, W. Pine at Bessemer. Mich. 
Veneers and Panels at Wausau, Wis. 


*Goodman Lumber Company . . . . «. Goodman, Wis. 


Northern Hardwoods, Hemlock, White Pine, Basswood. Hard- 
wood Dimension. Planing mill. Dry kilns. Rotary cut veneers. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 


WISCONSIN-MICHIGAN HARDWOOD FLOORING IS UNEXCELLED 
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To make a good bond with the brick, mortar must be two photographs above show a good comparative test for 
plastic, and stay plastic until the brick is bedded. The __plasticity—hence for bond. Try this with Brixment mortar! 





—AND A GOOD BOND 
IS REQUIRED FOR STRONG, WATER-TIGHT MASONRY 


The first function of a mortar is to form (2) It hardens slowly enough to permit 
a strong, permanent bond with the entire deeper penetration and more thor- 
surface of the brick. When such a bond ough keying into the pores of the 
is secured, the result is a strong, water- brick. 

tight wall. (3) Once formed, a bond between brick 


Brixment mortar makes it possible to and Brixment mortar is permanent, 
secure this kind of bond because: because Brixment mortar does not 
undergo volume changes sufficient 


1) It t plasticit d its higl 
(1) Its great plasticity and its high to weaken the bond. 


water-retaining capacity allow a 


more thorough bedding of the brick, Because of these characteristics, Brix- 
and a more complete contact be- ment mortar makes a better, stronger 
tween the brick and mortar. bond. 


LOUISVILLE CEMENT CO., Incorporated, LOUISVILLE 2, KENTUCKY 
CEMENT MANUFACTURERS SINCE 1830 














